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THE CORRECT AMOUNT OF DRIER 


The correct amount of drier in your linseed oil is mighty important. 
That's why thousands of painters use nothing but Pol-mer-ik Boiled. 
It dries properly in 8 to 12 hours—never burns the film—never 
dries too slowly. Pol-mer-ik is the scientifically balanced boiled 
oil that dries when it should—as it should. 


..-PLUS THE EXTRA VALUES OF POLYMERIZED OIL 


All Pol-mer-ik Boiled Oil contains 10% of polymerized oil. It 
brushes better—levels better—and makes a tougher, more elastic, 
longer lasting paint film. Sell Pol-mer-ik Boiled for your’ next job. 
It’s the extra value oil at no extra cost. 


POL:‘MER:‘Ih 
Bottled \INSEED OIL 


MIDLAND COMPANY *2« 
inneapolis, Minn, 

story of Pol-mer-ik Linseed 
fits in my linseed oil selling. 














FOR THE DURATION  aonan 
The Quality of Pol-mer-ik Linseed Oil * 2 
will be maintained throughout the war 4 
emergency... You canalwaysrelyon _ Se 
Pol-mer-ik—it’s the extra value oil at Be. ’ 
no extra cost. re 
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Ideas 





and Inspiration for Dealers at War 


Those who have had occasion to attend the opening meetings of the 1943 retail 
lumber convention season have, without exception, returned to their homes much 
impressed with the new spirit which has characterized these gatherings. It is a 
spirit which promises to be present at all subsequent lumber meetings this year. 


Conspicuous by their absence at these war conferences were the usual manufac- 
turers’ exhibits. Gone too were many of the opportunities for fellowship that had 
always been a subject of eager anticipaticn. These are casualties of war; but in 


their stead has come an air of businesslike earnestness that has been an inspiration 
to all. 


Day in and day out during 1942 dealers have been hearing—thinking—talking 
about the restrictions that war has imposed upon their business. Most thoughts have 
been negative—"'! can't do this. I can't do that.’ Happily the 1943 war conference 
meetings are spotlighting the other side of the picture. Their purpose has been and 
will be an enthusiastic presentation of the sales and service opportunities which con- 
front the dealer as he enters his second war-year. ‘Here, Mr. Dealer,’ say the con- 
vention speakers, “is what you can do today to keep your business gdoing.and to 
be of service to your community.” 


At the war conferences dealers are learning that the Government expects them to 
stay in business—to maintain the fabric of retail lumber and building material distri- 
bution—to uphold their responsibility to maintain the homes of their community until 
war's end. They are learning of their obligation to the men of the U. S. armed serv- 
ices; the obligation to stay in business and ultimately provide the jobs that soldiers 
and sailors and marines will need when they come home—jobs that will enable them 
to build the homes they are fighting to make secure. 


The challenge is clear. Association secretaries have organized programs which 
will supply dealers with both the inspiration and the knowledge to carry on through 
1943. Attendance at these conference sessions has been elevated to more or less of 
a duty basis. 


Furthermore this duty does not end with arrival in the convention city, not with 
attendance at the meetings, nor with giving strict attention to the program. It is a 
duty which is discharged only when the suggestions which are offered are adopted 
and applied at home, practically, and in a manner which will keep a company sol- 
vent—which will make it a bulwark of protection to the homes of a community—a 
protection to a segment of what young Americans are dying to save. 


These are ‘war conferences” in every sense of the word—conferences of fighting 
men who are uniting to trade vital tactical information for winning the home front 
battle. Don't miss your war conference. You need it much more than it needs you, 
and your country needs the things you can learn from it. 


LO pmee 
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Loast to coast, they're saying --. 


“Dry-built, full wall construction with Strong -Bilt 
Panels speeded the job... cut costs” 










Left to right: Thomas Tufaro, superintendent; H. B. Alston, 
vice president, Bush Construction Company, New York. 











CASE HISTORY No. 20: 500 demount- 
able houses erected in Connecticut 
by Bush Construction Company of 
New York. Interior walls of Strong- 
Bilt Panels precut to full wall size 
at the factory and shipped to the 
site for application to conventional 
stud construction. Precut ceiling 
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ing sections by jig assembly. . 






Upson Engineers, experienced in 
new mass production speed and 
economy methods will gladly ex- 
plain adaptations to your plans and 
system. Phone, wire or write, The 


Upson Company, Lockport, N. Y. 
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Upson Quality Products Are Easily Identified By 
The Famous Blue-Center 
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actrees prema eT 2 x 
No cutting, taping or filling of joints. 
No nails to countersink. Special Upson | 
Fasteners grip panel securely from rear. L. 
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’ STRONG-BILT | 
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P re) LS] E L S aS is Full wall size panels without joints or visible nailing 


produce beautiful, durable interiors at worth-while 
savings in time and cost. 



























1943 lumber production goal is 
32 billion feet, an amount sufficient to 
meet all military and essential civilian 
requirements, according to the Lumber 
and Lumber Products Division of the 
WPB. Total consumption for 1943 is 
estimated at 31,132,000,000 board feet. 
Lumber may not be available in suffic- 
ient quantities or in the preferred 
grades and species for all civilian uses, 
especially in the first half of 1943, but 
the outlook for filling essential civilian 
requirements as well as military needs, 
as Mr. Upson sees it is brighter now 
than in January, 1942. Assertions that 
there was a six-billion-foot lumber 
shortage in 1942 are misleading accord- 
ing to Mr. Upson. All military and es- 
sential civilian requirements were sup- 
plied. Consumption last year totalled 
about 40 billion feet; production 33.5 
billion feet. The deficit was made up by 
imports of 1.5 billion feet and by with- 
drawals from stocks on hand. Com- 
pared to the normal reserves of about 
20 billion feet, the industry enters 1943 
with total stocks of somewhat less than 
10 billion feet. Mr. Upson states that 
modification of limitation orders will 
allow stocks at mills, wholesale and re- 
tail yards to be replenished. 


Doubt of the official estimates 
of reduced lumber demand (see above) 
has been expressed by lumbermen and 
some army supply men. True, army 
camps are pretty well built, and war 
housing is over the hump, but from 
one-fourth to one-third of probable 
lumber production this year will go into 
box shook, crating and blocking stock 
to ship food and munitions to the fight- 
ing forces. The big program of barge 
building, for oil transportation and the 
like, is just getting started. 


Jan. 31 is the deadline to appeal 
for more gas or tires for logging and 
lumber trucks than present Certificates 
of War Necessity allow. Appeal goes 
through the district ODT offices. 


68,900 workers short is the lat- 
est report for the lumber industry. This 
is about a 15 per cent shortage. Since 
government controls labor distribution 
it is fair to say that this shortage could 
be made up at any time. Should this 
not be done it is fair to say that the 
government believes the manpower is 
more useful elsewhere. These are hard 
decisions to make. We are willing to 
believe that they will be reached hon- 
estly after the entire manpower picture 
has been studied. However the WMC 
is not yet using its authority to make 
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MANAGEMENT 
GUIDE POST 


A page of vital infor- 
mation and comment 
digested for busy lum- 
ber and building ma- 
terial executives. 





the U. S. Employment Service the ex- 
clusive channel for all hiring. It says 
that union hiring halls and company 
personnel offices functioning on a sound 
basis should continue. 


Manpower note: Governor Mc- 
Nutt stated recently that the killed, 
wounded, captured and missing among 
American armed forces since Pearl 
Harbor numbered 58,307. During the 
same period 46,300 American work- 
men were killed in accidents, and 4,- 
000,000 were injured. William A. Ir- 
win, former president of U. S. Steel, 
is giving full time to raising a $5,- 
000,000 fund to expand National Safe- 
ty Council facilities. 


The WPB has warned the thir- 
teen lumber claimant agencies that they 
must at once declare their lumber needs 
for the year; so that basic production 
plans can be worked out now. Once 
these figures are assembled and for- 
mulas for manpower and supplies are 
set, it will be difficult to make claims 
stick for additional lumber. 


No repeal of the 40-hour week 
by Congress is expected in most cir- 
cles. Wage patterns have been so deep- 
ly enmeshed in it that a long period 
of confusion would follow outright re- 
peal. Various leaders of the industry 
are urging an amendment that would 
allow overtime only for work beyond 48 
hours per week; admit that this might 
aggravate the problem of absences. 


Haphazard planning is pretty well 
past, believe it or not. Farm needs for 
lumber in meeting the food program 
and needs for building repair and main- 
tenance have been reasonably well es- 
tablished. Now is the time to do it if 
you can make a plausible argument to 


the government for larger supplies, 
larger stocks. You may not get all you 
ask. You will be heard. Work through 
your associations. 


Amendment 2 to MPR 223 
(Northern Hardwood Lumber) in- 
creases allowances for producers meet- 
ing the kiln-drying standards set by 
Army lumber specifications. 


Civilian business will decline 
during the winter and spring by ten to 
fifteen per cent according to estimates 
based on a quantity but not a dollar 
basis ; probably will reach the levels of 
eight or ten months ago. Those levels, 
however, were well above the high 
point of 1929. Measured in dollars, 
business should increase ; meaning that 
price controls are not yet fully effective. 
This dollar rise will not be even, all 
the way across the board. Expect no 
material increase in household living 
costs, unless the farm bloc succeeds in 
raising or destroying food-price ceil- 
ings. Estimates in figures: Consumer 
goods purchases this year will drop by 
as much as 15 per cent below ’42. Pro- 
duction of these goods is expected to 
drop by a still larger percentage ; mean- 
ing that the difference will come from 
inventory. 


Conversion to coal heat where 
possible in commercial buildings has 
been made mandatory by the revoca- 
tion of fuel oil rations at the end of 
January. This applies to the thirty 
states where fuel oil is rationed. 


The OWI speaks of “a lean, but 
sound and healthy civilian economy ;” 
of “a revised, integrated war produc- 
tion program geared to make the mili- 
tary and civilian supplies necessary 
for the ultimate victory.” Take this at 
face value. 
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prin THE PAINT STOCK 
TO LOCAL MARKET 


No.2 in 
PAINT 


SERIES 


Profits in paint, as in any other line 
of merchandise of which an inventory 
is kept are dependent in considerable 
degree upon the buying sense of the 
dealer. The penalty for an unwise pur- 
chase of stock is two-fold. First of all 
it will result in a pile up on the shelves 
of uncalled-for items, each of which is 
just that much burden on the profit of 
the paint department. The secondary 
result is an inadequate stock of those 
items for which there is large demand, 
culminating in the dissatisfaction of 
customers who are told “Sorry, we are 
all out of that item.” 

Thus it is that after having pointed 
out the market for paint in its first 
article of this series, the AMERICAN 
LUMEERMAN has chosen to show the 
dealer how to stock his shelves to best 
meet the needs of his market, and to 
meet them profitably. 

On this problem of ordering a sala- 
ble paint stock assistance can usually 
be had from an experienced manufac- 
turers’ salesman, but nothing short of 
a methodical analysis of your own 
market can make you sure. 

The choice of brands is a matter 
worthy of considerable attention. A 
dealer in any kind of merchandise can 
do a much more enthusiastic, and there- 
fore much more effective job of selling 
if he knows that he is giving his cus- 
tomers full value for the money they 
spend with him. This is especially 
true of paint. Most manufacturers 
have diversified qualities of paint in 
their line. That is they have high 
quality products and those of not quite 
an equal quality with which they meet 
the low price market. The most im- 
portant thing is for the dealer to know 
that he is giving his customer the best 
quality paint that can be reasonably 
sold for the amount the customer can 
afford or is willing to pay. 

Sales and service, advertising and 
promotion policies of the manufacturer 
are also of importance in selecting a 
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brand. Look over the dealer helps 
that the manufacturer offers and check 
with other established dealers in that 
line of paints as to the effectiveness of 
these helps. 

Size of Stock 

Size of the community is no accurate 
indication; it is the sales ability and 
promotion energy of the dealer that sets 
the size of the stock. There are small 
communities with big stocks and large 
towns with small stocks. A small paint 
stock is an investment of $1,000 or 
less. A large inventory runs up to 
$5,000. 

Stock turnover per year is one time 
or less for those who just let people 
come in and buy. Turnover is three 
to five times per year for the most 
active dealers and probably one and 
one-half times for the average dealer. 
Package Sizes 

The recent wartime paint simplifica- 
tion program eliminated half-gallon 
containers. The home trade will buy 
half-pint, pint, quart and gallon sizes 
as a rule, and not infrequently five 
gallon lots when offered to paint the 
whole house. Painting contractors 
buy some gallon and quart sizes to 
finish up, or for small jobs, but the 
bulk of their orders are for five and 
ten gallon lots and barrels of paint. 
Varnishes usually go to them in gal- 
lons and, likewise, stains. Linseed oil 
goes out in five gallon lots to painters 
and one-gallon and less to home own- 
ers. Turpentine is handled about the 
same as oil. White lead nearly always 
is drawn out by painters in 100 pound 
kegs, but the 50 pound and 25 pound 
sizes move out both to painters and 
home owners. Oil tinting colors, for 
the home market tubes and half-pints ; 
for painters, quarts. 

Colors 


A rather close estimate can be made 
of the proportion of each color that can 
be sold from paint stocks. And this 


even though popular styles change from 
year to year and personal preferences 
change. Psychologists tell us that the 
human eye, having lived with one color 
about so long, becomes tired of those 
light vibrations and seeks rest in the 
complementary color. Eyes tired of red 
will choose green next. Exposure to 
yellow for long time gives a preference 
for the violet tints and shades next. 
Too much blue gives a reaction favor- 
ing orange. But then there are many 
timid souls afraid of color, not under- 
standing it too well, and they stick to 
the grays and drabs. At the other ex- 
treme are the modernists who want 
good healthy contrasts of hues and 
values and they shun sweet harmonies 
of anaemic tints. Some sections of the 
country go predominately for one color 
and some for another. New England 
likes white, but buff, pink, blue and 
yellow are liked on the Pacific coast. 
Colonial architecture increasing in 
popularity calls for more white. 

Trying to balance up all these factors 
and checking with experience of deal- 
ers and painters as to color prefer- 
ences leads one to expect average stocks 
to sell in about these proportions of 
colors : 


HOUSE PAINTS, 


Exterior 

Percent 
WMMO: ooncaes 50 
Cream. ....sex 10 
WONG 6s s oh 5 
Light Gray.... 6 
Medium Gray... 5 
Light Green... 5 
Dark Green.... 3 
Light Brown... 5 
Dark Brown... 5 
WOHOW cn s0ci0s 5 
Seale nears 2 


WALL PAINTS, 
Interior Flat 


Percent 
WhRHite ..c.... 10 
ee 25 
CREAM 2c cccccs 15 
rye 5 


Light Green... 10 
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Dark Green, , ipa a 
39 Yellow, Light Green, | Dark Brown, | Light Brown, 
5% 5%, 5% 5%, . \ | 
Red, 2%, ; , . , i HOUSE p Al \ 
Cream, Ivory, Light Gray, | Medium Gray, Exter lor 
10%, 5% 5% 5% 
White, 
50% 
: Medium 
: nae Green, Light Gray, Light Blue, Yellow, 
Aa has 3% 6% 5% 10%, 
Ves So alll Orchid, 1% 
\V ALT, Y Peach, Pink, Buff, Light Green, 
5% 5% 5% 10%, 
PAINTS White, Cream, 
Interior Flat ne 7 
yeas eipgtene feta Ivory, 
25% 
Red, 2%, 
range, 17, Black, Yellow, Dark Blue, Light Blue, 
Gold, 1%, 5% 5% 5% 5% 
Silver, 1%, 
Peach, Medium Green] Light Green, Ivory, Cream, 
5% 5% 5% 5% 5%o 
White, 
50% 
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An analysis of the relationship of the various colors in a well-balanced paint stock. These 
proportions are substantially correct for the average lumber dealer's paint market, but spe- 
cial conditions in certain neighborhoods might be cause for some adjustment. Only as the 
paint stock is in harmony with the needs and demands of the community can a dealer 


realize full profit benefits from his paint department 
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Percent 
Medium Green. 3 


OO dwekicedear 5 
ZOHOW 6 icccccs 10 
Light Blue..... 5 
| 5 
oo 1 
Light gray..... 6 


ENAMELS, for 
Walls, Trim and 


Furniture 
White ........ 50 
Cream ........ 5 
ee 5 
Light Green.... 5 
Medium Green. 5 
eee 5 
Light Blue..... 5 
Dark Blue...... 5 
MO: ivi ccnwanes 2 
WOHOW kcccsscs 5 
CPOONGE vicceccws 1 
| re 5 
ee 1 
ST 1 
OIL TINTING COLORS 
Percent 
Reds—Venetian ............ccceecees 2 
BPE DIORA ....ncceccceeceves 1 
WEP hs ks teserndienessacsas 1 
REE xiwsvewrsacucenesowss 1 
Blues—Prussian ..............e0ee0- 2 
cg 1 
Yellows—Chrome Yellow, Light..... 5 
Chrome Yellow, Medium... 10 
Chrome Yellow, Dark...... 5 
EN SE icc ce deceecaws 10 
FOW COM oc cicicencess 10 
Greens—Chrome Green, Light....... 5 
Chrome Green, Medium..... 10 
Chrome Green, Dark........ 5 
Browns—Burnt Umber ............. 10 
ROW UMN cicsceccccsces 10 
Vandyke Brown ........... 1 
Blacks—Lamp Black ............... 10 
DUNE PME i io cecenceswecwns 1 
OIL WOOD PASTE WOOD 
STAINS FILLER 
Percent Percent 
2” a) 30 Natural Wood.. 50 
Dark Oak... 30 Light Oak..... 30 
Fumed Oak.... 5 Dark Oak ..... 15 
Lc eee 30 Walnut ........ 3 
Mahogany ..... 5 Mahogany..... 2 


Selling Old Stock 


Selling of old stock of unwanted 
colors, sizes and kinds of paints is easy 
enough. If they have been m stock for 
a long time they are apt to be around 
much longer unless drastic action is 
taken. A close-out, low price sale will 
move much of his stock into the home 
market, but the prices must be really 
attractive. The sale presentation should 
include the fact that two or more 
colors, of the same kind of material, 
usually can be mixed together to pro- 
duce a wanted color. Colors too bright 
or too dark are easily changed by the 
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addition of white, or lighter colors. 
Painters doing some furniture finishing 
like such bargain sales, but the prices 
must be low. They know that old stock 
takes more labor to reclaim the mate- 
rial, that color mixing takes time and 
that some of the colors can be used 
only for undercoaters. 

To assure a lively turnover of stock 
nothing but sales promotion is more 
important than maintaining a com- 
pletely balanced line. Two or three 
calls for out-of-stock items and the 
buyer decides there is no use looking 
for what he wants in your store. In- 
frequent inventories are inadequate. 
Once you learn what kinds and colors 
sell most often, a stock re-order list 





should be methodically used from day 
to day. In the off-season it is well 
enough to wait a while before re-order- 
ing, but during the rush seasons of 
spring and fall delay costs sales and 
reputation. 

Factory requirements of paints 
usually constitute special order quan- 
tities, except for house paints and wall 
paints. Paints used in quantity are 
the metal coatings such as rust-inhibi- 
tive, primers, galvanized iron primers, 
red lead, blue lead, graphite putty for 
steel sash, mill white and water paints 
for light reflection values on interior 
walls, heat resisting machinery paints, 
acid and alkali resisting laboratory 
enamels. 


Check List for your Paint Stock 


Materials—Tools—Supplies 
» For the Painter Market 
8 For the Home Market 


House Paints, Exterior 

Barn Paints 

Stucco, Cement and Brick Paints 
Metal Paints, Rust Inhibitive 
Galvanized Iron Primer 

Roof Paints 

Shingle Stains 

White Lead 

Linseed Oil, Boiled 
Turpentine 

Alcohol, denatured 

Flatting Oil, or Mixing Oil 
Floor Oil 

Oil Tinting Colors 

Paint and Varnish Remover 
Oil Wood Stains 

Glazing Liquid 

Caulking Compound, Gun Grade 
Paste Wood Fillers 

Flat Wall Paints 

Gloss Wall Paints 

Semi-Gloss Wall Paints 
Pigmented Wall Primer and Sealer 
Calcimine 

Water Paints 

Porch & Deck Enamel 

Gloss Enamel 

Eggshell Enamel 

Floor Enamel 

Exterior Enamel 

Automobile Enamel 

Enamel Undercoater 
Wallpaper Lacquer or Varnish 
Linoleum Lacquer or Varnish 
Screen Paint 

Gloss Floor and Trim Varnish 
Flat Floor and Trim Varnish 
Floor Seal Varnish 

Exterior Varnish 

Wiping or Mopping Varnish 


SUPPLIES 


Floor Wax, Paste & Liquid 
Furniture Wax 
Patching Plaster 

Floor Crack Filler 
Sizing Glue 

Cabinet Glue 

Wall Paint Cleaner 
Wall Paper Cleaner 
Washing Powders 
Glazing Points 

Window Glass 

Putty 

Oxalic Acid 

Prepared Floor Bleaches 
Pumice Stone 

Whiting 

Plaster Paris 

Wiping Rags 

Masking Tape 


Steel Wool 
Sand Paper 
Brush Cleaner 


TOOLS & EQUIPMENT 


Flat Wall Paint Brushes 

Sash & Trim Brushes 
Enamel and Varnish Brushes 
Duster Brushes 

Calcimine and White Wash Brushes 
Stencil Brushes 

Paste Brushes 

Smoothing Brushes, Wallpaper 
Roller Stipplers 

Putty Knives 

Glazing Knives 

Scraping Knives 

Floor and Wood Scrapers 
Glass Cutters 

Sponges, Synthetic 

Seam Rollers, canvas 

Canvas Edge Trimmer 
Window Screen Painting Tools 
Paint Strainers 

Step Ladders 

Extension Planks 

Caulking Guns 

Drop Cloths 

Overalls and Caps 
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DETERMINATION OF OPA PRICE 
CEILING MADE EASIER 


With reports that more price ceilings 
are coming in the retail lumber field, 
any help toward simplification of con- 
formance to the regulations is appre- 
ciated by the retail lumber dealer. The 
Wilbur Lumber Company of West 
Allis, Wisconsin, has mimeographed 
forms which make easier the establish- 
ment of a maximum price with the 
Office of Price Administration for any 
item for which a ceiling price was not 
determined. 

Nos. 1 and 2 are self-explanatory, 
the reason in No. 2 usually being that 
it was not dealt in by the dealer or a 
competitor. Under 3A the general 
classification of the item is entered, 
such as “asphalt shingles,” “millwork,” 
“floor paints,” etc. Under 3B is de- 
scribed the nearest thing to the article 
for which you wish to establish a ceil- 
ing and which you have dealt in. 

Item No. 4 contains the means by 
which a price for the new item is ar- 
rived at, which is by figuring the per- 
centage of mark-up which has been 
established on the item which you did 
handle and using the same percentage 
to figure the mark-up on the item for 
which you wish to establish a ceiling. 

The certification at the bottom with 
the actual signature of the manager or 
owner must be executed and the filled- 
in forms then sent to the local Office 
of Price Administration. The new 
ceiling price is then automatically es- 
tablished unless questioned. These 
iorms must be made out in duplicate as 
copies must be on file in case of ques- 
tions later. 





“Bonds today for the homes of to- 
morrow” is the slogan used by T. W. 
Davidson of the Southport Lumber 
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FORM GMPR: 2 
TO: Office of Price Administration 
From: WILBUR LUMBER CO, 





Address 


commodity described in Item 1 -delow. 


The undersizned hereby reports its determination, made in accordence with Section 
1495.3 (a) of the General Maximum Price Regulation, of the maximum price for the 


1. Brief description of commodity for which a maximum price is reportec: 





1942: 


2. Reasons why price could not be determined on the besis of a same or similar 
commodity dealt in by the undersigned or a competitive seller during iiarch 











which maximum price is reported 


3. (a) General classification in which the undersigmed classes the commodity for 





(v) Brief description of comparable commodity in this general classification 
and price range of which the undersigned delivered the largest number of units 
during March, 1932 (referred to herein as “comparable commodity") 








4. Comparable Commodity: 


4, ‘The maximum price reported was determined from calculations 4, 3, and C, be- 
low, in accordance with instructions: 








Col, (2) Col. (2) | Cor, (4) | 
Net Percentage 
Unit of Replacement | Maximum (Col. 4 div- 
Pricing Cost per Price ided by Col. 
Unit Pe 




















C. Maximum price réported per unit 


B. Net cost per unit of commodity for which maximum price is reported 





true and correct. 


By 


(Tis is to be calculated by multiplying Item 4B by Item 4A, Col. 5). 

5. The price reported is a price for sale at retail 
(Check the appropriate designation). 

6. Date price reported became effective 


» at wholesale 





CERTIFICATION 


I certify that I have read this report, and thet all statements made therein are 


WILBUR LUMBER CO. 





Manager 








Date 





(Addrese, Post Office, City and State) 








Company of Indianapolis, Indiana, in 
a campaign designed to assure people 
new homes after the war as well as to 
assure the business of the lumber com- 
pany. 

Mr. Davidson does not make the 
mistake of assuring priority to the pur- 
chaser of bonds but does say that many 
Indianapolis families are putting 10 
per cent of their income in bonds and 
derive great satisfaction from earmark- 
ing them for the things they want most 
after the war. “Many people have 


found the promise of a home of their 
own well worth working for, saving for 
and fighting for,” said Mr. Davidson. 

A planning file in which the pros- 
pect can accumulate not only bonds 
but newspaper and magazine articles, 
pictures, ideas and information 6n the 
home or improvements which they plan 
is given to those who ask for it. This 
file makes the home of tomorrow seem 
more real and concrete and definitely 
encourages both the planning of the 
home and the buying of bonds. 
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he need for housing in defense 
areas makes the enlarging and remod- 
elling of attic spaces into living quar- 
ters a definite contribution to the war 
effort. Proper advertising and sales 
promotion can bring this business to 
the lumber dealer. 

The John Schoeder Lumber & Sup- 
ply Co., of Milwaukee, is making a spe- 
cialty of this work and the photographs 
of one of their jobs shown here are 
good evidence as to why they are suc- 
cessful. These photos are taken from 
the sales album which the salesman 
shows to the prospect. The photos in 
the album are cloth mounted and in- 
clude interior and exterior pictures of 
a number of representative jobs, as 
well as a picture or two, for contrast, 
of the exteriors of jobs by itinerant 
carpenters who did not bother giving 
any thought to the design or plan. 

Competition is not great as most all 
the small contractors who do this sort 
of work in peace times are frightened 
away by the thought of red tape and 
priorities. The home owner places his 
trust in the lumber dealer as a sub- 
stantial business firm well able to cope 
with involved procedure. For this same 
reason the carpenter contractors are 
glad to work for the dealer on the jobs, 
which keeps the good will of the con- 





Here the roof has been hinged up retaining the same ridge and roof. The 
stud wall is filled in after the roof is raised. Care is taken not to make the 
pitch too shallow for the type of roofing on the house 
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and plumbing stack must be 
dining room will run across t 





ATTICS... 


De ee 





View of attic interior before remodelling, showing lack of headroom. Chimney 

lanned around in the new layout. The living- 

e house, with a bedroom at the front under 

the present roof, and a bedroom, bath and kitchenette under the raised 
roof at the rear. 


tractor, who is, of course, a past and 
future customer himself. 

As the bungalows in most cities run 
more or less to typical design it is usu- 
ally possible to standardize on design 
and procedure so that planning and 
selling time is cut toa minimum. The 
average job runs about $3000 which 
makes a sizeable, easily sold package 
job which, if handled properly, can 
bring a good return for the work in- 
volved. 

Mr. Schroeder has a well defined 
routine procedure set up for the sale 
and execution of these jobs. News- 
paper advertising brings in the leads 
which are followed up by a salesman 
who is fully informed and who has the 
photograph album of jobs already done. 
A sketch plan is prepared by an archi- 
tect when the prospect is serious, 
though because of the standardization 
this takes but little time. Likewise the 
proposal gives the cost and outline 
specifications, also standardized to a 
great extent. When the prospect signs 
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PROVIDE WAR HOUSING 
AND NEW BUSINESS AS WELL 


the contract the architect draws work- 
ing drawings and at the same time ap- 
plication is made to FHA for priorities 
fron WPB. With the process for ob- 
taining priorities once set up in the 
dealer’s office it becomes a fairly simple 
matter to get the priorities in about 
ten days after recéiving the signed or- 
der from the home owner. 

A superintendent lets the sub-con- 
tracts on the jobs to a select list of 
contractors in the individual trades. 
He lays out the work and correlates 
the trades. Bids are not shopped 
around as it is much more important to 
have men used to the type of work to 
make the job efficient and the turn- 
over rapid. 

The crux of most of the jobs is the 
raising of the roof in two sections, one 
on each side of the ridge, using the 
ridge pole as a hinge. This saves the 
roofing which frequently is in good 
condition and also makes protection of 
the house from the weather a much 
easier job. Very seldom is the whole 











Interior of the finished living room, looking toward the dining end. The arch- 
way at the right comes from the stairway, while off this stair hall open the 


roof raised as an ungainly appearance coat closet and a bedroom. The doors to the left open to the kitchen and to 
would result. In most cases the front bedroom and bath 
8 ten or twelve feet is left in position so 


the addition is not obtrusive. The arch- 
itectural treatment of the addition is 
very simple. 

Most additions consist of living room, 
bed room, kitchenette and bath, though 
some are composed of bed rooms and 
bath only, for rent to those who do not 
wish to do any housekeeping. Fre- 
quently no alterations of the roof are 
necessary, especially in the case of the 
large old house. 

Much use is made of millwork units 
and wood panelling to increase the 
cheerfulness and liveability of the apart- 
ment. In many instances plaster is 
eliminated entirely to shorten the com- 
pletion time and to reduce the weight 
on the structure below. 

For the dealer who is willing to put 
in the time necessary to set up the 
routine necessary for efficient operation 
remodelling of existing houses to pro- 
vide room for war workers is not only 





Exterior view of remodelled house. Imagine this house without the second 


floor addition to visualize the improvement! The addition is kept back to | a means to profits but also — for 
obviate a sore-thumb appearance. The shingles are soft in color to blend .. keeping before the public with the fu- 
with the old building. Simplicity is the keynote. ture in view. 
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HERE are several basic factors be- 

hind the success of all retail lumber 

company advertising. They include 
such considerations as the timing, the 
merchandise offered, the prices pub- 
lished and the media selected. Chief 
variables in these for the neighborhood 
lumber dealers in large cities are price 
and media. The neighborhood lumber 
dealer who has built his reputation on 
service and high quality merchandise 
now finds it difficult to obtain the type 
of results he now must have by sud- 
denly offering price-leaders on less ex- 
pensive merchandise, such as is offered 
by his large, centrally located cash and 
carry or mail order competition. 

In the selection of media the dealer 
usually seeks the most circulation ob- 
tainable in the area he wishes to serve. 
However, for the dealer in the large 
city this often means paying for cov- 
erage which not only serves his locality 
best but also forces him to buy the full 
city, suburban and state-wide circula- 
tion as well. The rate for this tremen- 
dous circulation may be relatively cheap 
and still be the best for the dealer be- 
cause of editorial= support given to 
lumber and building material in the 
chosen publication; but in many cases 
the cost of the waste circulation is pro- 
hibitive and the lumber dealers’ ads 
are forced into secondary “local” media 
which produce uncertain results. 

One group of a dozen top-drawer 
neighborhood lumber dealers in the 
greater Chicago area pioneered a solu- 
tion to these problems through a group 
advertising program with a series of 
advertisements in Chicago’s Downtown 
Shopping News. This is a free circu- 
lation paper of more than 700,000 cir- 
culation delivered by carrier to the 
better-able-to-buy homes in Chicago 
and suburbs. There are papers of this 
sort existing in about 200 Amer- 
ican cities. This type of paper builds 
its advertising sales story around the 
old adage that there is nothing more 


MR. WISINSKI 
Manhattan Lumber Co. 


MR. KOENAN 
Mayfair Lumber Co. 


Group advertising for purposes of merchan- 
dising through newspapers by associations and 
retailers in various cities is not uncommon, but 
we believe the plan drafted by the original 
group of five enterprising Chicago lumber 
dealers and our Chicago Downtown Shopping 
News staff is truly unique. 

We started with the premise that retail lum- 
ber dealers, as a group, need a campaign. The 
program should promote the sale of all types 
of building materials that enterprising lumber 
dealers now sell, without regard to brand name, 
special types or price. More specifically the 
campaign should promote the importance of the 
honest, independent neighborhood lumber dealer 








Big City Lumbermen Find 
Group Advertising Effective 





to his community. 


HARRY L. THOMSON 


After our advertising policy was established 
the five original dealers agreed to invite five or seven more dealers, all located in 
other non-competing parts of Chicago, to become a part of their “Dependable Neigh- 
borhood Lumber Dealer” advertising group for their initial fall advertising program 
in our paper. The group was brought up to twelve, the newcomers all being recom- 


mended by the original members. 


We at the Shopping News and the dealers in our cooperative group honestly 
feel-that this “Dependable Neighborhood Dealer Plan,” as it now is being called, 
bids fair to become a national institution, especially among city lumber groups. 


Chicago Downtown Shopping News 
Chicago, III. 


HARRY L. THOMSON, 
Real Estate & Bldg. Editor 


outmoded than yesterday’s newspaper. 

With this picture the shopping news 
contrasts its editorial content which is 
far from being dated. Its space sales- 
men point to the fact that the prin- 
cipal appeal of the entire paper is to 
the person who wants to learn about the 
availability and nature of things to buy. 
They are the ad studiers of the popu- 
lation, according to shopping news 
partisans. Thus when an article or an 
advertisement strikes the  reader’s 


MR. ORY 
O. M. Zeis Lumber Co. 


MR. STEVENSON 
Morgan Park Lumber 
Co. 


fancy, the sheet will be put away or 
saved, or acted upon in the near future. 

The shopping news type of paper 
claims to have an added advantage in 
respect to lumber and building mate- 
rials advertising. It is an acknowledged 
fact that the purchase of home im- 
provements is usually of such impor- 
tance that the ultimate decision is 
usually made in family counsel. A 
paper of the shopping news type is one 
that is saved and consulted when these 


MR. PHIL HOFFMAN 


Hoffman Bros. Lumber 
Co. 


MR. EARL WEINSTOCK 
Winnetka Lumber Co. 
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decisions are made. 

The Chicago Downtown Shopping 
News organized a special service for 
its group of 12 co-operating lumber 
dealer advertisers. It runs continu- 
ously a series of editorial articles deal- 
ing with subjects of seasonal interest 
to home owners, and naturally promot- 
ing in a not-too-obvious fashion mer- 
chandise which lumber dealers have to 
sell. The articles tell the reader what 
he should buy and how he should use 
it; the advertisement on the same page 
tells him where he can buy it. The 
main effort is to promote the depend- 
able lumber yard as a place to buy 
home improvements rather than any 
brand of products. 

Not only does the paper give its ad- 
vertisers editorial support, it coined 
and copyrighted a new term, “Thermo- 
tize,” and through this gave a smart 
new approach to the insulation busi- 
ness. The theme was a completely new 
fuel saving service to be administered 
by specialists. It was not just the same 
old insulation story. “Thermotize” 
suggests a new heat conserving system 
for home owners. It sounds scientific 
but can be had through the familiar 
local lumber dealer. It went all the 
way. “Thermotize’” meant roofing, 
storm sash and insulation—all in a 
package on time payments if desired. 
The heat loss check-up from the local 
dependable lumber man was free. Here 
was a combination product-service 
package carefully and _ attractively 
wrapped with integrity, designed to 
smother the low price competition that 
might appear in the adjoining columns. 

The Chicago plan guarantees each 
advertiser whose name is signed to 
the cooperative ad that he will be 
the exclusive signer in his neighbor- 
hood. Each advertiser pays an equal 
share of the cost of the program. Thus 
by pooling their advertising expendi- 
tures it is possible to purchase an im- 

pressive amount of space with which 
to confront the readers of the paper. 


MR. SHANNON 
Shannon Lumber Co. 


MR. LIPPMAN 
Lippman Lbr. & Supply 
Co. 
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You can buy with confidence from the neighborhood lumber 
dealers listed below. See them today for honest, dependable 
~dvice. 












Get Set Now with a Guaranteed 








Weather Tight Roof 





INSULATION 
ROOFING 
Get 4 FREE heat (es 


wut 
surrey of y 


frame 








Y our neighborhood lumber 
dealer has all types of roofing 
. « . will gladly find an applica- - 
tor for you. Experience has 
taught us what to recommend 
for every type of roof. Get a 
guaranteed weather-proof roof 
where you can choose from all 
makes of roofing materials. Play safe by getting set right 
in the first place. FREE ESTIMATE—Pay monthly on FHA 
Terms. No Down Payment is needed. 











INSULATE YOUR HOME 
It Pays for Itself 





STORM SASH YOUR HO 
Save up to 30% 















Play Safe! Heat is costly and getting 
scarce. Insulate your home now and 
keep heat in! Make your fuel allotment 
under rationing go farther, keep your 
family warmer, healthier this winter. 
What's more you help Uncle Sam by 
saving fuel, by lighter.ing the load on 
vital transportation facilities. Your 
cash savings will buy more war bonds. 
We have all types of insulation for 
attics, walls, and floors at lowest 
prices. Come now. Get free advice 
on how to do the work yourself or let 





us find an applicator for you. 


You'll spend more time at home 
this year. So stop drafts. Add to 
the y and comfort of your 
home with good fitting storm-sash 
and storm-doors. They eliminate 
condensation that ruins painted 
surfaces. Storm sash are one of 
our most important fuel savers. 
They are ready-made in 
all sizes. Can be fitted 
and hung easily. 






















Stock Sizes on All 
STORM DOORS 


Close in your perch with 
them for greater protection. 




















EXTRA ROOMS 
Attractive — Easy — Inexpensive 











E 






Monthly FHA Terms. 


TILE YOUR KITCHEN AND BATH 


A tile bath or kitchen is a luxury you can now easily afford. New Tile that comes in easy-to- 
put-on-sheets and in assorted colors will add life to these rooms and value to your home.,|t 
saves hours of tedious wall scrubbing,—the hard enamel surface wipes off with a damp 
cloth. Let us show you how simply and inexpensively these products work. 


Turn the now wasted space in your home into 
livable rooms. Insulation Board can be used in 
basement or attic or porch for decorative walls. 
It takes the place of plaster paint and structural 
framing at a fraction of their cost. It's fun and 
it's easy to do this yourself. There are many kinds 
for every purpose. Bring wall measurements to us 
for free estimate and advice. 









Buy on Easy 





WEsT = SUBURBAN 
John Br WEstT 
5859 W. oogut"_& Co, 


gden, Cicer, ©, I 
Ww. 5. 









These Materials Are Available Without Priority 
ON FHA PLAN of SMALL MONTHLY PAYMENTS 












The government has provided for these home improvements—Materials are 
available without priority. Special financing makes it possible for home 


owners to buy easily now. 


NO DOWN PAYMENT NEEDED 


In most cases savings effected pay for cost of improvement and the en- 
tire bill for materials and any labor on home maintenance or improve- 
ments of this type can be paid for on monthly terms, ACT NOW! 


PHONE NOW for A FREE ESTIMATE 


It takes no special tools or experience to make these Home improve- 
ments. It's patriotic to do it yourself and you can save substantially. 








YOUR DEPENDABLE NEIGHBORHOOD LUMBER DEALER 


X One of the series of cooperative advertisements featuring the term “Thermotize" run by the Chicago 
"Dependable Neighborhood Lumber Dealers" .in the Downtown Shopping News. Left: Eight of the 


Chicago dealers participating in the plan 
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ORDERLY BUILDING AFTER THE 
WAR DEPENDENT UPON PLANNING 


Dealer’s place in the 
community can remain 
secure if he givestime 
to housing committee 


Building for after the war must be 
planned now so haphazard results and 
failures are not encountered when 
peace comes. Committees on housing 
must take the lead in such comprehen- 
sive planning for towns or cities of any 
size. 

Lumber dealers should lose no time 
in starting the organization of such 
committees if there is none in existence. 
If an active committee is working in 
the community the dealer should de- 
termine how effective its work is and 
become a member if possible. 

In the organization of a new com- 
mittee the representatives from the 
major industrial plants of the city, who 
are always interested in the welfare 
of their employees, should be included, 
as should a leading doctor, clergyman, 
civil engineer and, of course, architect. 
The school should be represented by 
the school superintendent, and the city 
itself by the mayor or city manager as 
ex-officio member. A real estate au- 
thority and a banker will be able to 
contribute good advice. In the selec- 
tion of members the most successful 
man, from a pecuniary standpoint, is 
not always the best for such a com- 
mittee as in the long run the members 
must be self-effacing for the good of 
the community, which is for the good 
of the committee members, too. 

That does not mean that the com- 
mittee should not be publicized. It 
must be to get the support of the peo- 
ple. Its programs and decisions should 
be carried in the local papers, who are 
glad to publish material which is of 
such vital interest to the community. 
A well organized committee, having the 
general welfare at heart, carries much 
weight with city officials as well as the 
trades, industries and interests in- 
volved. 

A suggested outline of a work pro- 
gram for such a committee is given 
here. This plan will be varied for each 
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community, but the general divisions 
must all be considered. 


Program for Housing Committee 


1. Eliminate slums. Recommend 
for condemnation by the city any slums 
which can not be brought up to a decent 
standard. Encourage purchase by city 
for parks, by local housing authority in 
conjunction with government aid for 
new housing projects. 


2. Zone or re-zone city accord- 
ing to use, residential, commercial. 
manufacturing, etc., according to de- 
veloped trends, desirability, views, 
smoke and odor nuisance, transporta- 
tion and other factors. 


3. Plan to raise sub-standard 
dwellings up to standard by invok- 
ing health and building laws, encour- 
agement of landlords, etc. 


4. Encourage new designs and 
materials to lower cost. This will 
probably mean revision of the building 
code to bring it up to date and to re- 
lease it from vested interests. Re- 
member, cheaper building means more 
building. 


5. Re-align trade practices and 
jurisdictional rules which have made 
building operations cumbersome. 
Unions are usually awake to the fact 
that the war is bringing changes and 
see now that cheaper building means 
more building. 


6. Encourage private endeavor 
in the housing field. Help private 
builders to overcome government leth- 
argy. Make the needs for housing 
known so private capital will see the 
investment opportunity. 


7. Plan housing for skilled work- 


man of moderate income as well as 


for the laborer of lowest income. Do 
not allow itinerant labor to get better 
housing than substantial skilled men. 
This condition, if allowed, breeds dis- 
content as to proper reward for en- 
deavor. 


8. Set up plan for cooperation 
between authorities and private in- 
dustry not only as to proper loca- 
tion of worker housing, quantity and 
types, but also as to materials, designs 
and public works. 





When the cook-house and dining room of the main camp of the 
Allison Logging Company at Cumshewa Inlet, Queen Charlotte 
Islands, B. C., were burned down, the company, which is engaged in 
the vital work of producing aeroplane spruce for the Canadian and 


British Governments, sought speedy reconstruction. 
speed was met through the use of “Loxtave” buildings. 


This need for 
The build- 


ings were manufactured by Prefabricated Buildings Ltd., at their 
plant on the North Arm of the Fraser River, Byrne Road, Burnaby, 
B. C., and shipped in knock-down state ready for immediate erection. 
Construction is of 2x6 tongued and grooved red cedar. 
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HOTBEDS MAKE 
TIMELY PACKAGE 
BUSINESS FOR 
LUMBER DEALER 


As threats of food shortages become 
more imminent and the popularity of 
the back yard garden increases, a new 
opportunity presents itself to many 
lumber dealers. Hotbeds and cold 
frames are of great benefit to the gard- 
ener in giving his plants a good start 
prior to the actual planting season. 
They may be built easily and sold as a 
unit for a fixed sum by a lumber dealer. 


The promotional angle for cold 
frames is a “natural” at this time. Ad- 
vertisements can stress the independ- 
ance from reliance upon the ability of 
grocers to obtain food stocks which 
comes with having your own vegetable 
garden. No waiting in line for food, 
for those who have it growing in their 
own back yard. The ad should go on 
to offer a cold frame or hotbed for so 
much money. This should be a pack- 
age offer and the price should include 
a copy of a handbook on vegetable 
gardening and care of hotbeds and 
coldframes etc.* If the dealer does 
not have the labor or time to build the 
frames, he can at least furnish all the 
parts pre-cut to be assembled by the 
garden enthusiast. 


The cold frame or hotbed itself is of 
simple construction (see drawing). It 
should be of a size that will allow 
standard sash to be used asa top. The 
box should be about 18 inches deep at 





*One book which could be included in this 
offer is How to Make a War Garden, by Gail 
Compton, Agricultural Editor of the Chicago 
Tribune. It retails for 10c.. Another very 
tomprehensive treatment of the subject is 
The Pocket Book of Vegetable Gardening by 
Charles H. Nissley, of the New Jersey Agri- 
cultural Experiment Station. It retails at 
25 cents. Details about securing a supply 
of these may be had from the AMERICAN 
LUMBERMAN, 431 S. Dearborn St., Chicago, 
Ill. 





















== USEFUL TOOL TO 
: COMPACT SOIL. 


set~ "BOARD 4X16 

X WITH I" PIECE 
4X11 NAILED 
TO UNDER SIDE. 











3) X 6! IS STANDARD SASH SIZE. 

USE LUMBER 2” THICK, S“NAILS AND ADD 
4" ANGLE IRONS AS SHOWN IN SKETCH. 
HINGE SASH TO FRAME FOR EASY 
HANDLING. 





TO PREVENT SETTLING 


meme 
{ Ye SET FRAME ON BRICKS 4 
— 








= 
Ww SEEDLINGS HAVE COME UP THE 
suse Must BE RAISED FOR VENTILATION. 


BLOCK 
BRICK 1 
CONVENIENT FOR Q 
RAISING SASH TO 

ANY HEIGHT Be 
NECESSARY. oF 
From The Chicago Tribune. 











the back and 10 inches deep at the 
front. The “front” is always faced 
south. It can be made of one-half inch 
lumber, and the corners where the 
boards are joined should be reinforced 
with triangular shaped blocks or angle 
irons. The sash which forms the glass 
top should be hinged to the box on 
one edge. 


EDUCATORS STRESS TIMBER 


“Elements of Timber Design,” a 
course just completed by Stanford 
University’s engineering department, is 
one of the most comprehensive efforts 
to approach the fast-growing subject of 
timber design. The twelve-week course, 
in charge of J. Bertrand Wells, pro- 
fessor of Civil Engineering at Stan- 
ford, was held in San Francisco. 

Conventional types of timber design, 
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timber connector joints and designs, 
grades of lumber, plywood, glued 
arches and beams were discussed. 

In line with growing trends in the 
wood construction field, preservative 
treatment of wood and flameproofing 
of construction lumber were among 
subjects presented to the 75 enrollees 
in the course, many of them U. S. En- 
gineer Corps men on the West Coast. 


Match Your Salvage 
Lumber Needs 


Names and addresses of firms having 
the lumber listed below as being avail- 
able, or desiring the lumber listed as 
being wanted may be secured by writ- 
ing to the Salvage Editor, American 
Lumberman, 431 S. Dearborn St., Chi- 
cago, Ill. Please mention the number 
of the item in which you are interested. 


Available 


16. 


About 20 M feet 1x4 and wider, new 
yellow pine lumber in lengths of from 
four to six feet for truck hauling. Lo- 
cated in the Chicago area. 


17. 


Dimensions shorts ranging from one 
to four feet in 4x6, 4x8, 2x4, 2x6 and 
2x8. Also available from this party is 
fir, yellow pine and hemlock flooring 
ranging in length from 10 to 14 inches, 
and drop siding pattern 106 in spruce, 
fir and hemlock, one foot long. 


Has on hand about 6,000 board feet 
of 1x4 S2S and center matched. 


19. 


Unlimited amounts of partially air 
dried No. 2 & Btr. gum or oak in the 
following: 1x4, 1x6, 1x8, 1x10, 1x12, 
2x10, 2x12 in S4S or Shiplap. Also 
2x6 and 2x8 available in oak. 


Wanted 
20. 

Wants pine or spruce, S2S, clear or 
with small sound knots in following 
sizes: 25/32x2, 24, 2%, and 23/4 
inch widths; also , 

25/32 x 7%, 10 to 30 inches long 

25/32 x 1, 10 to 30 inches long 

25/32 x 1%, 10 to 30 inches long 


21. 


Can use a carload of 1x3, 1x5, 1x6, 
1x8, 1x10 D2Sides 25/32 inch thick of 
dry West Coast hemlock, Ponderosa, 
sugar or Idaho pine, or spruce, to cut 
into multiples of 30 inches (two foot 
six inches). Also can use two solid 
cars cars of 1x8 D2S 25/32 any length 
in dry No. 4 common and/or Better in 
the same species of lumber. 


22. 


Wants 1x6, 1x8 or 1x10, No. 3 
white pine, 24 inches long. Must be 
no loose knots. 
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M-208 Changes and General 
Outlook 

The long expected amendment to M-208 
was issued on Jan. 12 (see page 26). The 
order as it now stands is of prime impor- 
tance to dealers; and they are urged to 
read its text carefully. 

Lists, A, B, C and D have been extended 
to some degree and have been changed in 
other ways. The order extends somewhat 
higher ratings to these lists. List A car- 
ries the rating of AA-2X; List B, AA-3; 
List C, AA-4; and List D, AA-5. 

These ratings may not be extended to de- 
liveries rated prior to Jan. 12. Any per- 
son to whom a preference rating was applied 
or extended prior to Jan. 12, under this or- 
der as then in effect, may extend such rat- 
ing; except that preference ratings of AA-3 
or lower shall not be extended for replace- 
ment in inventory of softwood lumber 
shipped or delivered prior to Jan. 12. This 
means, as we understand it, that a lumber- 
man whose inventory was reduced below the 
efficient working point by sales made before 
Jan. 12 will have to make use of PD-1X to 
get necessary working stock. Apparently the 
attention given to PD-1X applications is 
more prompt and probably more generous 
than in earlier weeks. 

No general statement can be made about 
all stock available for yards; for we are 
in the position, roughly speaking, of being 
supplied with civilian goods only when direct 
war needs have been met. But indications 
point to probable easing of certain pres- 
sures. The nail situation seems to be im- 
proving; and cautious reports are to the 
effect that steel supplies necessary in con- 
struction will be easier to get. Indication: 
At the moment there is said to be much sur- 
plus structural steel in the northeastern 
States; due to the completion of war plants 
or to the stoppage of uncompleted plant con- 
struction. 

Don’t take these guesses too seriously. If 
they happen to be partly true, don’t as- 
sume that all supplies needed in the yard’s 
business will be equally relaxed. 

First: Completing of war plants and large 
sections of defense housing has removed a 
heavy pressure upon raw materials and labor. 
This making of the tools to make the tools 
of war has been a more serious drain upon 
materials and labor than many of us realized. 
Example of changed pattern: The big ma- 
chine-tool industry is said to have more than 
caught up with its orders. 

Second: During the past year, civilian 
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Washington 


goods inventories have gone down; military 
goods inventories have gone up. Instance: 
Ordnance men have said privately that pow- 
der and explosives are so plentiful that sup- 
plies are “running out of our ears.” Not 
true of all military inventories; is true of 
several. 

Third: While huge supplies of military 
goods are needed, in the sense that they’d 
be valuable at the fighting fronts, they are 
valuable only when at those fronts. 

Fourth: Shipping is the limiting factor. 
Shipbuilding has gained over sinkings; but 
not so much as we'd like. Unofficial esti- 
mates are that this gain in tonnage will 
make possible the shipment of perhaps three 
billion dollars worth more of goods this year 
than last. Compare this figure with the in- 
creases in budget requests. Add the fact 
that many billions already appropriated have 
not been spent. Budget figures are not di- 
rect and accurate measurements of the muni- 
tions that will actually be manufactured this 
year. Munition production will be stepped 
up; but there’s a limit to these inventories. 
Shipping sets one of those bounds. 

If the raw-materials and production in- 
dustries overtake and pass ocean transporta- 
tion, it becomes good sense for the time to 
divert part of these industries to the rebuild- 
ing of civilian goods inventories. Civilian 
economy is the necessary support of military 
economy. So don’t be too depressed over 
the accounts of a lean economy this year. 
Don’t be too happy, either, if it isn’t lean. 
The more we could get to the fighting front, 
the shorter the war. 


L-218 


Amended order L-218 was also issued on 
Jan. 12; changing and relaxing restrictions 
on the sale of Douglas fir lumber (see page 
00). 

Expect soon, if it has not already ap- 
peared when you read these lines, some re- 
laxing of the use of No. 1 and 2 common 
stock in unrestricted repair and maintenance 
sales. Also expect speedier ways of getting 
permission to repair damaged plants. 


Aircraft Fir 


3ecause the proportion of aircraft grade 
lumber that can be obtained from Douglas 
fir lumber is lower than expected, the OPA 
has raised ceiling prices for these grades 
by about thirteen and a half percent. Price 
of recovery grade Douglas fir aircraft is 
set at 62% percent of the maximum for Sitka 
spruce. Formerly it was 55 percent. 


Conventions 


Despite the difficulties of travel, conven- 
tions, or war conferences, as most are called 
this year, are being held; are serious, hard- 
working meetings (see page 11). It be- 
comes clear that lumbermen and government 


officials are working in better relations; un- 
derstand their mutual problems. The process 
of simplifying and co-ordinating government 
orders is making notable progress. The 
L and M orders, for example, are being 
amended so they do not work against each 
other. 

The ODT men are making it clear to 
dealers that restrictions are not intended to 
reduce mileage regardless of damage to busi- 
ness. The purpose is to handle the maxi- 
mum business with the least practicable ex- 
penditure of gas and the least wear to irre- 
placable machines and rubber. ODT men 
are showing dealers that they can use these 
limitations to educate their customers in or- 
dering full loads. Many dealers in so-called 
good days of peace saw their profits dis- 
sipated by contractors who sent in a dozen 
orders a day, each for a couple of pieces, 
that had to be delivered right now. 


Minimum Loadings 


The ODT has issued a direction setting 
minimum weight loadings per car for a long 
list of commodities. Brick, salt, lead or zinc 
glazed, must be loaded to a weight not less 
than 65,000 pounds. Building brick or hollow 
building tile, plain, and drain tile six inches 
and under in diameter, in mixed carloads, 
must be loaded to a weight not less than 
60,000 pounds. In this instance the weight 
of the drain tile must equal or exceed 25 
percent of the weight of the shipment. Ce- 
ment, in cloth or paper bags, when loaded 
in a car of 100,000 pounds capacity or 
greater, must be loaded to a weight not less 
than 95,000 pounds. Wallboard, ceiling 
board, building board; in a closed car, 
straight or mixed shipments, must be loaded 
to an elevation not lower than 24 inches 
from the ceiling of the car measured at 
its side walls. 


Claimant Agencies 


The National Housing Agency has been 
included in the list of six agencies added to 
the original list of Claimant Agencies. There 
are now thirteen of them; each acting as 
spokesman for the interests in its own field. 
Each is represented on the Requirements 
Committee of the WPB. The list, as it 
now stands, includes Army, Navy, Air 
Forces, Maritime Commission, Office of 
Civilian Supply, Lend-Lease, Board of Eco- 
nomic Warfare, National Housing Agency, 
Office of Rubber Director, Office of Defense 
Transportation, Petroleum Administrator for 
War, Food Administrator, Facilities Bureau 
of WPB. 


P-138; Loggers & Producers 
Supplies 


WPB Preference Rating Order P-138, es- 
tablishing methods of getting maintenance, 
repair and operating supplies for loggers and 
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producers, has been in effect for several 
weeks; seems not to be well known or under- 
stood by concerns affected. 

This order is the products of months of 
labor, both by the agency and by the indus- 


try. B. R. Ellis, Director of Priorities of 
the Lumber and Timber Products War 
Committee, 1318 Eighteenth St, N. W., 


Washington, D. C., urges loggers and pro- 
ducers to study this method. He will send 
copies on request, to the extent of his sup- 
ply. 

As this department understands it, the or- 
der does not apply to loggers and producers 
who operate under PRP. Most hardwood 
production, however, seems not to be under 
the Production Requirements Plan. Lum- 
berman not under that Plan, whether they 
produce hardwoods or softwoods, may ap- 
ply for maintenance, repair and operating 
supplies under P-138. 

Subject to restrictions, the order extends 
a preference rating of AA-2X to the de- 
livery of these materials. This may be done 
by signing the certification as provided for 
in Priorities Regulation No. 3. 

The rating may not be used in getting ma- 
terials for new construction, in replacing ma- 
terial that is still usable, in applying for 
scarce items if substitutes can be used with- 
out serious loss of efficiency or in applying 
for materials controlled by L-158 or by 
L-53-b. 

The amount applied for may not exceed 
110 percent of the cost in dollars of such 
supplies actually used during the most recent 
year in which the company operated. Meas- 
urements in both cases are by calendar years. 
During any one calendar quarter, applica- 
tions may not exceed 40 percent of this sum. 
The order can be used in applying for sup- 
plies needed in the disposition as well as in 
the production of logs and lumber. 

These and other restrictions seem to be 
numerous; but the order is intended as a 
simplified if not easy method of getting ac- 
tually needed supplies. In fact, save for 
those who operate under PRP, it seems to 
be the only method. It is assumed by 
Washington lumbermen that the method may 
be used by manufacturers of lath and shin- 
gles; since both these items are classified 
as lumber under the interpretation of Amer- 
ican Lumber Standards. 


Absenteeism 


A troublesome factor shows up in lumber 
production and in all other kinds of produc- 
tion. Workers take time off without leave; 
upsetting schedules and delaying output. 
This becomes increasingly serious. In one 
month Douglas Aircraft lost more than 700,- 
000 man hours, because workers stayed away 
from the plant. ‘ 

Reasons are many; are hard to deal with. 
Increasing length of the work week, work- 
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ers claim, tires them out. Workers know 
they are in demand and will not be harshly 
disciplined when they return after an in- 
formal holiday. Work is often monotonous. 
The men make good wages; find less and 
less consumer goods for which to spend their 
money. Poor transportation often means, as 
they say, “two days’ work in one”; one day 
in the shop, another day getting to and from 
work. 

Some few employers have suggested letting 
inflation loose so that workers will have to 
put in full time to pay living expenses; a 
desperate cure that might ruin the non- 
industrial half of the civil population. 

This absenteeism is giving an added im- 
pulse in Washington to the proposal of a 
Federal sales tax; in no sense a complete an- 
swer. This tax would accomplish nothing 
about labor monotony, poor housing, lack 
of domestic help or difficult transportation. 
It would hurt the low-income group. But 
it would do something about draining off 
buying power in excess of available con- 
sumption goods. 

The real cure, which no one has found, 
is a method of creating a sense of responsi- 
bility and a will to work. Every person 
hopes that a military type of discipline will 
not be necessary. 


B List 


The WPB has issued the Class B Prod- 
ucts’ List of the Controlled Materials Plan, 
including some 500 groups of related items. 

The list includes industrial products con- 
taining controlled materials; steel, aluminum 
and copper. But these products are suffi- 
ciently standardized and interchangeable to 
be manufactured most efficiently on a hori- 
zontal rather than a vertical allotment plan. 
Bolts and nuts are the classic example; 
standard patterns used by the millions in a 
wide band of military and civilian goods. 
To requisition enough metal from a claimant 
agency to make these standard items for 
each contract would add unnecessarily to pa- 
per work. 

This List B, however, proves to be one of 
the primary difficulties in operating the 
CMP. There are wide differences of opin- 
ion about the items to be assigned to it. 
Already it is being “interpreted”; B items in 
certain cases are heing designated as A 
products. 

The CMP is now going into effect; is 
expected largely to displace PRP within six 
months. 


Transportation 


The ’42 volume of cross-country trucking 
was substantially the same as that for °40. 
Volume for this year will depend largely 
upon progress of the synthetic rubber pro- 
gram; though at the moment the gas short- 
age is critical, especially in the East. Gas 
black markets are said to flourish; though 


the OPA with the help of various police 
forces is getting tough not only with the 
Black Bourse but also with pleasure drivers. 
Thousands of motorists have been stopped 
and required to explain their travel behavior. 
The OPA has announced it will not cancel 
A cards in the East; but the gallon value 
may be further reduced. General opinion 
is that the gas situation will improve; time 
involved ranging from six weeks to three 
months. 

Synthetic rubber is not progressing well. 
General production materials are fairly well 
in hand; but special equipment, such as 
valves, gages, condensers and the like, are 
scarce. This goes back to the earlier com- 
petitive planning, when ordnance, fighting 
ships, cargo carriers, planes and all the rest 
set up production schedules independently 
and with an eye upon output instead of avail- 
able supplies. 


Trucks 


The WPB has reduced the quota of 
heavy trucks that may be manufactured for 
civilian use. Former quota, Aug. 1, 742, to 
March 31, ’43, was 4,000; has been reduced 
to 3,580. 

Sawmills needing straddle or lift trucks 
during the first half of this year should file 
form PD-556 at once with the nearest re- 
gional WPB office. These machines will 
be hard to get. The Lumber and Timber | 
Products War Committee will help expedite 
your request, if you wish it to do so; in 
which case you are asked to send the Com- 
mittee two extra copies of everything you 
file. 

The same form must be filed in applying 
for track-laying tractors. The Construc- 
tion Machinery Division of the WPB is 
endeavoring to supply such machines, either 
upon a rental or purchase basis, from its 
pool of used equipment. 


Cars 

Traveling salesmen are allowed up to 65 
percent of their last year’s mileage, or 8,600 
miles a year, whichever is less. This does 
not hold in eastern States, where the gas 
shortage is acute. The list of salesmen 
eligible for extra gas includes those selling 
building materials and fuel. 


Milling in Transit 

Amendment No. 1 to MPR No. 219 af- 
fords relief to those New England operators 
whose timber was destroyed in the huri- 
cane of ’38, forcing them to rely upon more 
distant sources of timber; permits them to 
arrange for milling in transit, charging the 
through rate from the distant sawmill 
through the planing mill and to final des- 
tination. 


Stock Millwork Ceiling 


MPR 293, long expected, has put most 
items manufactured by the stock millwork 
industry under dollars-and-cents ceilings; re- 
flects approximately the current price levels. 
Standard delivery zones and discount differ- 
entials between these areas of delivery have 
been taken over from prevailing practices. 
Small sales made to housebuilders and con- 
tractors by distribution yards or by small 
manufacturers remain, for the time, under 
GMPR. Quantity direct mill sales made 
by smaller manufacturers do come under 
the new ceilings. Special millwork is not 
included. 
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New Order Eases Some of Former Restrictions 


The general effect of the newly revised 
edition of Conservation Order No. M-208 
(effective Jan. 12, 1943) is a relaxation of 
some of the restrictions imposed by its prede- 
cessor, 

Entirely lacking in the new act are the 
clauses which formerly stated that “no per- 
son shall accept delivery of softwood lumber 

unless the lumber is required for use 
within 60 days after receipt.” Also notice- 
able is the change in tone of the statement 
of what shall not be done. Instead of stat- 
ing that no person shall use, purchase, erder 
or accept delivery of certain items, the pro- 
hibition merely warns that no person shall 
use certain lumber items without the proper 
rating. A later statement says that no one 
may sell, ship or deliver softwood lumber 
which he has reason to believe will be used 
in violation of the act, but, as the Southern 
Pine War Committee interpretation points 
out, the lumber salesman has no way of 
knowing to what use lumber sold to a retail 
lumber dealer will be put. It may be for 
stock and future re-sale for use on an appro- 
priately rated order. 

Then too, four of the six classifications 
of restricted lumber items may be used on 
orders rated AA-5 or higher, which means 
that they can legally be used for any of the 
purposes noted on the entire accompanying 
list. 

The text of the newly revised M-208 is 
as follows: 

(a) Definitions. Wherever used in_ this 
Order: 

(1) “Softwood lumber” means any sawed 
lumber (including shingles and lath) of any 
size of grade, whether rough, dressed on one 
or more sides or edges, dressed and matched, 
shiplapped, worked to pattern, or grooved 
for splines, of any species of softwood; pro- 
vided, however, that “softwood lumber” shall 
not include the following: 

(i) Box shook, cooperage, plywood, ve- 

neer, used lumber ; 

(ii) Restricted Douglas fir lumber sold, 

shipped or delivered by producers pursuant 

to paragraph (b) (1) of Limitation Order 

L-218; 

(iii) Restricted Douglas fir lumber sold, 

shipped or delivered by producers pursuant 

to an authorization on Form PD-423 which 
designates specified persons as recipients 
of, or specific uses for, such lumber, 

issued under paragraph (b) (4) of Limi- 

tation Order L-218, as distinguished from 

an authorization on Form PD-423 that 

does not particularize persons or uses. 
(2) “Restricted Douglas fir lumber” means 
any sawed lumber (except shingles or lath) 
of any size or grade, whether rough, dressed 
on one or more sides or edges, dressed and 
matched, shiplapped, worked to pattern, or 
grooved for splines, of the species of Pseu- 
dotsuga taxifolia, produced in those parts of 
Oregon and Washington lying west of the 
crest of the Cascade Mountain range, but 
not including No. 3 boards, No. 3 dimen- 
sion or No. 3 timbers, or any grade of fac- 
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tory or shop lumber, and not including ply- 
wood, veneer or used lumber. 
(b) Assignment of Ratings for particular 
uses of lumber. 
(1) In addition to any other preference rat- 
ings that have been or are hereafter assigned, 
applied or extended pursuant to any order, 
regulation or certificate of the War Produc- 
tion Board and subject to the restrictions of 
subparagraph (2) of this paragraph (b), 
the following preference ratings are hereby 
assigned to deliveries of softwood lumber: 

(i) AA-2X for uses in List A; 

(ii) AA-3 for uses in List B; 

(iii) AA-4 for uses in List C; 

(iv) AA-5 for uses in List D. 
(2) The preference ratings assigned in sub- 
paragraph (1) of this paragraph (b) may 
be applied or extended in the manner and to 
the extent permitted by Priorities Reguiation 
No. 3, except that they shall not be applied 
or extended to deliveries rated prior to Janu- 
ary 12, 1943, under this or any other order, 
regulation or certificate of the War Produc- 
tion Board. 
(3) Any person to whom a preference rat- 
ing was applied or extended prior to January 
12, 1943, under this Order as then in effect 
may extend such ratings in the manner and 
to the extent permitted by Priorities Regu- 
lation No. 3, except that preference ratings 
of AA-3 or lower shall not be extended for 
replacement in inventory of softwood lumber 
shipped or delivered prior to January 12, 
1943. 
(4) The assignment of a preference rating 
in subparagraph (1) of this paragraph (b) 
shall not constitute authorization to begin 
construction under Conservation Order No. 
L-41, and shall not authorize the use or de- 


livery of any material, or the application or 
extension of any preference rating in viola- 
tion of the provisions of any conservation, 
limitation or other order or regulation kere- 
tofore or hereafter issued by the Director of 
Priorities, the OPM, or by the Director of 
Industry Operations or the Director General 
for Operations of the WPB. 

(See paragraph C in box below) 
(d) further restrictions on delivery. No 
person shall sell, ship or deliver, or cause 
to be sold, shipped or delivered any item of 
softwood lumber which he knows or has 
reason to believe will be used in violation 
of the provisions of paragraph (c) of this 
Order. 
(e) Extension of preference ratings to soft- 
wood logs. On and after August 27, 1942, 
no preference rating shall have any force or 
effect with respect to deliveries of softwood 
logs whether to be used for lumber or any 
other purpose. 
(f{) Allocations. The Director General for 
Operations may, from time to time, allocate 
specific quantities of softwood lumber to 
specific persons. He may also direct the 
specific manner and quantities in which de- 
livery shall be made to particular persons, 
and direct or prohibit particular uses of 
softwood lumber, or the production by any 
person of particular items of softwood lum- 
ber. Such allocations and directions will be 
made to insure the satisfaction of war re- 
quirements of the United States, both direct 
and indirect, and they may be made in the 
discretion of the Director General for Opera- 
tions, without regard to any preference rat- 
ings assigned to particular purchase orders 
or contracts. The Director General for 
Operations may also take into consideration 





(c) Additional Restrictions on use of specified items of Softwvood Lumber. 
(1) Notwithstanding the terms of any contract or purchase order, and notwithstanding the 
fact that such an order may bear a preference rating, no person shall, except as specifically 
authorized by the Director General for Operations on Form PD-423, use: 


(i) Douglas fir (if softwood lumber as defined in paragraph (a) 
above), Southern pine or Western larch when these species are | except on orders 
sold as meeting specifications of 1800 or 2000 Ibs. fiber stress <i rated AA-1 0! 


square inch, or 1300 or 1450 lbs. compression stress per square inch; 


higher 


(ii) Douglas fir (if softwood lumber as defined in paragraph (a) 
above), Southern pine, cypress or Western larch when these species | except on orders 


are sold as meeting specifications of 1400 or 1600 lbs. fiber stress 
per square inch, or 1100 or 1200 lbs. compression stress per square 


inch ; 


-rated AA-2X or 
J higher 


(iii) Douglas fir (if softwood lumber as defined in paragraph (a) ) 


above), West Coast hemlock, Noble firor Sitka spruce, or grades 
No. 1, No. 2, or any higher common grade; 

(iv) Southern pine or grades No. 1, No. 2 or any higher common 
grade, or of No. 1 box, or No. 2 box (not including D or better 
flooring, ceiling, drop siding or partition) ; 

(v) Idaho white pine, Northern white pine, Eastern white pine, 
Norway pine, Ponderosa pine, sugar pine, lodgepole pine, jack pine, 
cypress, white fir, Western hemlock, Englemann spruce or Western 


white spruce, of Grades No. 2 or No. 3; 


(vi) Eastern spruce of grades selected merchantable and Grade 


No. 1 (merchantable). 


| except on orders 
rated AA-5 or 
higher 
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Just as steel is alloyed to give it rust resisting ability, 
so is ordinary wood made into Wolmanized Lumber‘, 
highly resistant to decay and termite attack. Wolman 
Salts* preservative is the ‘‘alloying’’ ingredient added. 

This is the story we are telling to businessmen, 
Government and industrial executives, architects and 
builders, in advertisements like the one reproduced 
here. We are promoting the use of wood—long-lived 
wood—in such papers as Business Week, Civil Engi- 
neering, Engineering News-Record, American Builder 
and Architectural Forum. 


You will profit by the postwar market for Wolmanized 


ed L - te “A Lumber thusbeing built up. American Lumber & Treat- 
per MILLS employ je onducive to wo tod ing Company, 1646 McCormick Bldg., Chicago, IIl. 
MANY LU to con a ecking *Registered Trade Mark 
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Jog haul-ups. ums. They © t m plant 
pins and vl ne gend it to a * prepared to give 
for een . the mill it comes, W 0 F M A N | y/ E D 
Then bac er 
—— NG evidence ei — 
, INCI ‘ved lumber: 
THAT'S eo of this Jong-lived that has been 4 iF U M B E R 
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. «eant7ED LUMBE ttn decay an! . tw the V 











OF SERVICE 


After experience covering 42 
years, we know the lumber busi- 
ness—and we are proud of our 
reputation for integrity and serv- 
ice to the trade. We are manufac- 
turers and wholesalers of southern 
pine and hardwood. Send us your 
inquiries. 





Properly milled and kiln dried. High precision 
modern methods of production—VIRGIN Northern 
WHITE PINE—Norway Pine—Northern Pine Lath. 
MIXED CARS—Siding—Sheathing—Framing—Crat- 
ing—Flask and Pattern Lumber. 


RAINY LAKE LUMBER CO., Ltd. 


eae Pm Products of J. A. Mathieu 
i 


wee 
; mited—Rainy Lake, Ont. 


W OD LUM B E R CO. SALES OFFICE: 1204 Conway Bidg., Chicago, Illinois 


BIRMINGHAM, ALABAMA OTHER SALES REPRESENTATIVES 
MANUFACTURERS & WHOLESALERS OF PINE & HARDWOOD Fred Walker, Virginia, Minn.; W. R. Gillett, Eau Claire, Wis.; Central States 


Lumber Co., Janesville, Wis.: Winton Lumber Sales, Minneapolis, Minn. 
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Fine new growth trees under selective cutting 
by Southwest Lumber Mills. Inc., McNary. Ariz. 


PINE 
LUMBER 
for WAR 
NEEDS 


Full speed on war orders is the 
daily schedule at the big McNary 
and Flagstaff plants of Southwest 
Lumber Mills, Inc. 


Our timber supply and our manu- 
facturing equipment are dedicated 
to the country’s service. 


As soon as conditions will permit, 
we'll be back with the same high 
quality and dependable service as 
always. 


Southwest 


Lumber Mills, Inc. 


McNary, Arizona 


Mills at McNary and 
Flagstaff, Arizona 


DISTRICT SALES OFFICES 
PHOEN IX, ARIZ. 6 Oia CAny- Ron isentatives 


D.A.WEIDLER 520 N. Michigan Ave. 
CHICAGO “" Manager Phone, Superior 9004 
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the possible dislocation of labor and the 
necessity of keeping a plant in operation so 
that it may be able to fulfill war and essen- 
tial civilian requirements. 

(g) Applicability of Priorities Regulations. 
All transactions affected by this Order are 
subject to all applicable provisions of the 
Priorities Regulations of the War Produc- 
tion Board as enacted or Amended from 
time to time. 

(h) ltolations. Any person who wilfully 
violates any provision of this Order or who 
in connection with this Order, wilfully con- 
ceals a material fact or furnishes false in- 
formation to any department or agency of 
the United States, is guilty of a crime, and 
upon conviction may be punished by fine or 
imprisonment. In addition, any such person 
may be prohibited from making or obtaining 
further deliveries of, or from processing or 
using, material under priority control, and 
may be deprived of priorities assistance. 

(1) Appeals. Any appeal from the provi- 
sions of this Order shall be made by filing 
a letter in triplicate, referring to the par- 
ticular provisions appealed from and stating 
fully the grounds of the appeal. 

(}) Communications. All communications 
concerning this Order shall be addressed to 
the Lumber and Lumber Products Division, 
War Production Board, Washington, D. C. 
Ref.: M-208. 

(k) Limitation Order L-121. Effective Au- 
gust 27, 1942, the provisions of Limitation 
Order L-121, and authorizations granted 
thereunder shall have no force or effect. 


List A of Order M-208 
AA-2X 


(1) Maintenance or repair of: 

(i) Any building, structure or project 
owned or operated by any of the 
agencies or governments specified in 
subparagraph (b) (1) or (2) of Sec- 
tion 944.1, Priorities Regulation No. 1. 
(ii) Railway rolling stock (including 
locomotives), and railway bridges, 
trestles, and rights-of-way; 

(iii) Any building, structure or proj- 
ect used for the production or process- 
ing of material ordered for delivery, 
either directly or through intervening 
persons, to or for the account of any 
of the agencies, or governments speci- 
fied in subparagraphs (b) (1) (2)) of 
Section 944.1, Priorities Regulation 
No. 1; 

(iv) Any building, structure or proj- 
ect used for the production or process- 
ing of material which is ordered for 
incorporation into other material or- 
dered for delivery, either directly or 
through intervening persons, to or for 
the account of any of the agencies or 
governments” specified in  subpara- 
graphs (b) (1) or (2) of Section 944.1, 
Priorities Regulation No. 1; 

3oxing, crating, packing or stowing 
for shipment of material ordered for 
delivery (or ordered for incorporation 
into materials ordered for delivery), 
either directly or through intervening 
persons, to or for the account of any 
of the agencies or governments speci- 
fied in subparagraphs (b) (1) or (2) 
of Section 944.1, Priorities Regulation 
No. 1. 

(3) Delivery, or for incorporation into ma- 
terial which is ordered for delivery 
either directly or through intervening 
persons, to or for the account of any 
of the agencies or governments speci- 
fied in subparagraphs (b) (1) or (2) 
of Section 944.1, Priorities Regulation 
No. 1. 

teplacement in inventory of an equal 
number of board feet of substantially 
similar items of softwood lumber de- 
livered after September 1, 1942, for 
uses specified in this list A. 


(4 


~~ 


(1) 


~ 
bo 
~~ 


(1 


~ 


(2) 


List B of Order M-208 
{AA-3) 


Construction of: 

(i) Building, structures and equip- 
ment for the efficient and safe opera- 
tion of facilities directly connected 
with the discovery, development, de- 
pletion, smelting, or refining of min- 
eral deposits, other than gold and 
silver; 

(ii) Railroad rolling stock (including 
locomotives) and new railroad struc- 
tures, including bridges, trestles and 
rights-of-way; 

(iii) Industrial tanks, vats, conduit 
and wood pipe; 

Maintenance or repair of: 

(i) Electric, gas communications, 
water and sewage facilities, regardless 
of ownership; 

(ii) Hospitals, roads and bridges, in- 
dustrial dams, industrial wharves, 
industrial dock and harbor facilities, 
industrial canals and waterways and 
airport structures; 

(iii) Facilities directly connected with 
the discovery, development, depletion, 
smelting, or refining of mineral de- 
posits, other than gold and silver; 
(iv) Farm buildings other than dwell- 
ings; 

(v) Commercial water craft including 
tugs and barges; 

(vi) Oil Producing and refining equip- 
ment; 

(vii) Communication equipment; 
(viii) Industrial machinery and equip- 
ment; 

(ix) Industrial plants; 

(x) Oil pipe lines; 

(xi) Industrial tanks, vats, conduit 
and wood pipe; 

(xii) Agricultural implements and ag- 
ricultural machinery, parts, acces- 
sories and equipment. 

Boxing, crating, packing and stowing 
for shipment of: 

(i) Abrasive wheels and abrasives; 
(ii) Chemicals; 

(iii) Communication equipment; 

(iv) Crucibles, commercial; 

(v) Dried apples, dried apricots and 
dried peaches; 

(vi) Fish, including shell fish; 

(vii) Fresh fluid milk; 

(viii) Fresh fruits and vegetables, ex- 
cept those listed in List C; 

(ix) Industrial machinery, parts, ac- 
cessories and equipment, and engines 
and batteries; 

(x) Internal combustion engines; 
(xi) Machine tools and accessories; 
(xii) Medical or surgical supplies; 
(xiii) Mechanical power transmission 
machinery and equipment; 

(xiv) Metal sheets, rods and tubes; 
(xv) Mining machinery; 

(xvi) Professional and scientific equip- 
ment and instruments; 

(xvii) Tractors, construction equip- 
ment and motor vehicles, and parts, 
accessories and equipment; 


List C of Order M-208 
(AA-4) 


Physical incorporation into: 

(i) Auto trailers and equipment; 

(ii) Agricultural implements, and ag- 
ricultural machinery, parts, acces- 
sories and equipment; 
(iii) Caskets or coffins, 
rough boxes; 

(iv) Communication equipment; 

(v) Electrical equipment; 

(vi) Industrial machinery, parts, ac- 
cessories and equipment, and engines 
and batteries; 

(vii) Livestock and poultry equipment; 
(viii) Motor vehicles, parts, acces~- 
sories and equipment, including bodies 
and cabs; 

(ix) Patterns and flasks; , 
(x) Professional and scientific equip- 
ment and instruments; 

(xi) Tanks and vats. 

Construction of: 

(i) Buildings, structures and parts 
thereof, to replace those destroyed or 


(Continued on page 35) 
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TRENDS and INFLUENCES 





Home Building Procedure 


The War Production Board, the National 
Housing Agency, the Federal Housing Ad- 
ministration and the War Manpower Com- 
mission all figure somewhere in the building 
of the houses which the private building in- 
dustry has been and will be allotted for 
1943. The savings, building and loan asso- 
ciations and cooperative banks financed 
$195,000,000 of new construction in 1942. 
They have funds galore to finance the pri- 
vate house building industry in 1943, and 
thus in direct contrast to ten years ago when 
financing was every builder’s main problem, 
the builder can now get the money but is 
hard put to it for the things the money 
will buy. 

The National Housing Agency estimates 
the needed number of new residential units 
for a given period, basing its conclusions on 
information from the War Manpower Com- 
mission which has the job of pre-determining 
how many in-migrant workers in a partic- 
ular locality are going to have to be im- 
ported for that period. Now that the coun- 
try is practically counting planks and nails, 
the War Production Board tells the National 
Housing Agency how much of the ‘tiation’s 
precious raw materials can be spared for 
residential building and still fight a winning 
war on the widening battle fronts of the 
world. To see that what it does spare the 
residential field is utilized to the best advan- 
tage WPB has put out a War Housing Man- 
ual to guide the builder within the strict 
limitations on design and material for 1943 
new dwellings. 


With the word from the WPB about actual 
allowable materials for new housing, the 
NHA allocates to each critical war housing 
center its allowed number of new residen- 
tial units. It stipulates how many shall be 
built with private and how many with pub- 
lic, ie. Lanham Act, funds. These alloca- 
tions are subject to constant modification as 
plans and conditions change. 

Meanwhile the private builder, with an 
idea for possibly fifty new houses in his 
mind, is busy with the details of building 
them on paper, checking with the War Hous- 
ing Manual to be sure he doesn’t overstep 
any bounds on size or use of material. The 
completed paper plan is submited to the lo- 
cal Federal Housing Administration office to 
get permission to build and to see if priori- 
ties can be had for the materials to build the 
houses. The decision as to whether or not 
he succeeds often depends on utilities avail- 
ability, a crucial bottleneck in the house 
building sphere. 

Once his plans have been approved and his 
priorities for materials granted he is in a po- 
sition to start hunting for the materials to 
which he is entitled if he can locate them. 

The Committee also adds that he will start 
hunting for labor to build the houses at the 
same time with the hope that all the workers 
will not be in the shipyards or drafted into 
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the armed forces by the time his materials 
are on the lot and the driving of nails and 
pouring of concrete can begin. 


“The private builder is one of the hard- 
est working civilians with probably as many 
headaches as any in the war economy,” com- 
ments the committee. “He has, moreover, to 
invest time and money in a proposed project 
which he may never get to build. Yet his 
contribution to the war program is certainly 
a significant one, since he is building at the 
rate of 12,500 new units a month, a rate sev- 
eral times greater than that at which housing 
is being produced out of public funds.” 


Home Building Costs “Down 


During November, the cost of constructing 
a standard six-room house registered a slight 
decline (1/10th of one percent), the first 
downward movement since the summer of 
1940, the Federal Home Loan Bank Admin- 
istration reported. Dealers’ prices for ma- 
terials dropped fractionally while labor costs 
were unchanged. 


Although costs have risen throughout the 
past 30 months, a leveling off in the upward 
trend, has been in evidence since last March. 

At the end of November, the total cost in- 
dex was 24 percent above the average month 
of 1935-1939. Labor costs were 30 percent 
above the average for that base period and 
dealers’ prices of materials nearly 22 percent 
higher. 


Wholesale building material prices, as re- 
ported by the U. S. Department of Labor, 
also moved down fractionally during Novem- 
ber, carrying the composite index (1935- 
1939 equals 100) to 123. 


Foreclosures Fall Further 


Contrary to the usual seasonal trend, non- 
farm real estate foreclosures in November 
fell one percent below those for October and 
set a new low record for the 16 years for 
which foreclosure statistics are available. 


There were 3112 foreclosures in Novem- 
ber, 3151 in October, the previous low month. 
All but seven scattered states shared in the 
November improvement. 


The seasonally adjusted index for Novem- 
ber was 23.6 as compared with a base figure 
of 100 for the average month of 1935-1939. 
November foreclosures were 26 percent fewer 
than in November 1941. 

In the first eleven months of the past year, 
39,327 non-farm foreclosures were recorded, 
27 percent below figures for the same period 
in 1941. 


Home Mortgage Financing 


Home mortgage financing in the United 
States dropped sharply in volume during 
November to the lowest level since the short 
month of February 1940. 

The 22 percent decline from the previous 





month—after 3 months of fairly well sus- 
tained activity—was due to seasonal influ- 
ences as well as the increasing curtailment of 
new construction because of material short- 
ages. A new factor was that November was 
the first full month in which Office of Price 
Administration restrictions on the sale of 
tenant-occupied properties were in effect. 

November non-farm mortgages of $20,000 
or less, recorded by all mortgagees, were 
estimated at $278,000,000, which was 26 per- 
cent off from the total of November, 1941. 
The decline was general throughout the 
country. 

Recordings for the first eleven months of 
1942 totalled $3,675,000,000, a decline of 15 
percent from the comparable 1941 period and 
one percent from 1940. By class of lender, 
activity of savings and loan associations, 
banks and trust companies and mutual sav- 
ings banks dropped more than 20 percent, 
while the decline registered by the three re- 
maining types of lenders was less than 8 per- 
cent. Savings and loan associations retained 
their leadership, however. 


FPHA Program 


Herbert Emmerich, Commissioner of Fed- 
eral Public Housing Authority, in outlining 
the program of the FPHA at the Conference 
of the National Association of Housing Offi- 
cials at Chicago, said, “Public housers should 
expect vigorous and widespread revival of 
private housing after the war.” In reviewing 
what has been done by the FPHA, Emmerich 
said that 1,592 projects which include 552,118 
dwelling units have been completed by 
FPHA and that by the end of this month 
more than one million people will be living 
in FPHA projects. 

He stated that the policy of decentraliza- 
tion of FPHA would be carried further, that 
is, that the regional offices would be in entire 
charge of the operations and that policies 
would be made in Washington. The progress 
of FPHA in getting WPB recognition of the 
need for housing has been great. The rat- 
ing of war housings now is AA-3 as “Claim- 
ant Agency.” He stressed the fact that the 
responsibility of the industry was to stick 
to the standards, however low, set by WPB 
in order that their recognition may be justi- 
fied and that further considerations will be 
given to housing by WPB. In this connec- 
tion central purchasing must be brought 
about, that is, the re-design by the manu- 
facturers in conjunction with FPHA of cer- 
tain items so that standards will prevail all 
over the country so mass purchases may be 
made for the various projects. 

One interesting point made by Commis- 
sioner Emmerich was that NHA does not 
want to run this wartime housing as sub- 
sidized housing after the war but will work 
for the elimination of temporary housing at 
that time. He urged that local housing au- 
thorities make plans now for the demolition 
and salvage of these temporary projects after 
the war. He reiterated that the war’s end- 


ing would not end housing needs but that 
there is going to be lots for everyone to do 
before we can say that every American is 
decently housed. 
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The War Conference of the Carolina Lum- 
her & Building Supply Association, held at 
Greensboro, N. C., on Jan. 13-14, was a 
“Praise the Lord and Pass the Ammunition” 
meeting ; hard-working, intense, confident. 

Secretary E. M. Garner has done outstand- 
ing work as liaison officer between govern- 
ment control agencies and Carolina dealers. 
Perhaps for this reason he was able to get 
the government officials he wanted as speak- 
ers for the program of this 20th annual meet- 
ing. Each speaker opened with a general 
statement about his own agency and its work 
and then answered specific questions raised 
hy dealers. The question-and-answer method 
marked the entire convention; and the final 
feature was an “Information Please” forum, 
supervised by Joseph G. Rowell, of Atlanta, 
and Austin D. Kilham, of University, Va. 
[his session summed up the work of the 


two days. 


WPB orders came first on the docket. 
Arthur F. Black, Priorities Division, Char- 
lotte, N. C., made a brief statement about 


L-41 as the foundation and starting point of 
regulatory orders. Paul P. Henderson, act- 
ing regional manager, Appeals War Produc- 
tion Board, Atlanta, followed with a discus- 
M-208. The revised order was 
released in Washington about the time Mr. 
Henderson was speaking (see page 26). 

Many speakers urged dealers, in applying 


sion of 





Carolina War Conference Is Instructive Forum 


regulations, to clear their own consciences, 
to abide by clear indications in the orders, 
and then to ask the government questions 
only on those points about which there is 
genuine doubt. The orders are regulatory; 
are not intended to limit business save where 
this is clearly necessary to the war program. 

In answering questions, Mr. Henderson 
said that while post-war business might be 
changed in character it should offer the big- 
gest opportunity volume in the history of 
the country. Retail yards are definitely nec- 
essary to their communities; should seek for 
items not strictly controlled in building stocks 
and trade. Pre-fabrication will have a larger 
place in post-war building, but this should 
not hurt local yards seriously. 

L. H. Kise, priorities analyst, Charlotte, 
N. C., in answering questions about L-41, 
stated that this order is not likely to be 
liberalized, since materials are needed in war 
industries. 

Mr. Black predicted that liberalized rules 
would soon be issued in regard to emer- 
gency repairs for keeping plants in opera- 
tion. 

W. D. Lewis, district manager, ODT, 
Winston-Salem, explained that restrictions 
on trucking were definitely aimed at aiding 
the war effort and not merely as an arbitrary 
cutting down on mileage. 

Charles H. Robertson, collector of internal 


revenue, Greensboro, described and answered 
technical questions about the victory, or pay- 
roll, tax. 

B. H. Zimmerman, associate business spe- 
cialist, Charlotte, said the general maximum 
price regulation had been necessary, in order 
to get started quickly on price control. There 
is constant effort to erase inequalities. T. H. 
Thomas, regional lumber price representative, 
Atlanta, predicted a revised GMPR for use 
where dollars-and-cents ceilings could not be 
applied. 

Forrest H. Shuford, commissioner of labor, 
North Carolina, stated that the wage and 
hour law is basically simple; though in 
questions of coverage and exemptions some 
difficult points do arise. W. S. Petree, wage 
and hours inspector, answered a number of 
specific questions. 

R. J. Barbee, chief architect of the FHA, 
reviewed housing agency regulations. 

Fred H. Ludwig, Merritt Lumber Yards, 
Reading, Pa., was the sole featured speaker 
from the industry itself. Mr. Ludwig made 
no attempt to sidestep the difficulties appear- 
ing at this period of the war, but his address 
was cheering and hopeful. He referred to 
war states of mind and approved the state- 
ment of the AMERICAN LUMBERMAN that this 
is the time to analyze the resources and 
opportunities of each retail company. 

It is a time to build the morale, courtesy 
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Mr. R. F. Tayler 
No. 24 Welwyn Roa ° 
Great Neck, L. L, New York 


Trim, Mouldings, Casing, Base, Finish 
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Pilot Rock, Ore. 
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Soft-Textured Ponderosa Pine From the John Day District of Eastern Oregon 


@ Our equipment is of the latest design and has 
been in use only a short time. 
ing out a high quality lumber from our fine Pon- 
We specialize in Selects and 


derosa Pine logs. 
No. 2 Common. 


It is capable of turn- 
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PRECISION FRAMES 





Modern Methods, Machines and Skill Combine to Produce Items you can Sell 





e 
Here’s how you can sustain your sales volume TOP QUALITY 


There are no limitations upon the sale of Frames, Trim or Stock FR A M ES 


and Special Millwork. Concentrate your sales effort on these 


items. You can sell with confidence when your Frames, Trim TRI M 

and Millwork are of top quality Idaho White or Ponderosa Pine 

carefully dried and manufactured in the plants of the ond Sel Miiwork 
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SPOKANE PINE PRODUCTS COMPANY 
LONG LAKE LUMBER COMPANY ("/ABEROVED 


SPOKANE, WASHINGTON DOOR MFRS. ASSN. 
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PUTTY in WAR-TIME 
CONSTRUCTION 


Government putty standards are high 
and rigidly maintained. That’s why 
putty must be of the best in every re- 
spect before it is approved for use. 
Much of the Master Glaziers Putty 
and Glazing Compound we're pro- 
ducing today is being utilized in gov- 
ernment war-time construction. 


Johnson Lumber Still Goes to War! 


Our loggers are not sparing the ax these days. 
They’re doing daily Paul Bunyans in the woods, 
battling day after day to keep logs moving to 
our mills. They wear no uniforms and their job 
is not glamorous, but they're “delivering the 
\ woods” so vitally needed for a thousand and 
one essential war purposes. 


—___ 


CAPACITY 
2 CRRLOADS Beta) 
PER HOUR QUALITY LUMBER 
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However, because of our big produc- 
tion capacity, you too can purchase and use premium 
quality Master Glaziers putty or glazing compound .. . 
the identical products which are being so widely accepted 
for use in today’s war-time construction. 





Make sure you use the best putty or glazing compound 
you can get. Write today for complete information and 
prices. 


uc BIDDLE ... 


AMERICA’S LARGEST EXCLUSIVE 











C.D 
OHNSON 
LUMBER CORP. 


HEAD SALES OFFICE 
PORTLAND, OREGON 





Fully Maker 


612 S. MAIN ST., ST. LOUIS, MO. 


MANUFACTURING PLANTS 


TOLEDO, OREGON 
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and sales resources of the employees; to set 
up a “charm school” to combat sourness and 
gloom. It is a time to advertise; to use 
newspaper space positively. A dealer can’t 
afford to spend less than one percent of his 
business income in advertising. A test of 
the effectiveness of advertising is to ask 
boys ten or twelve years old to name the 
local lumber companies. If they can’t, the 
yard is not being effectively advertised. 
Locations and show window displays are of 
much importance now. This is a good time 
to put deliveries on a reasonable basis. It is 
a good time to work for larger cash sales. 
It is also a good time to analyze all costs. 

The volume of new construction is re- 
duced; and this makes it necessary that a 
dealer find new kinds and lines of goods and 
services in order to keep going. 

It is clear that the post-war demand for 
housing will be enormous and that trailers 
and so-called demountable houses will not 
serve the post-war purpose. Mr. Ludwig 
expects demand for a million or more houses 
per year for ten years after the war ends. 

Introducing the “Information Please” sum- 
ming up of the convention, Mr. Rowell and 
Mr. Kilham stated that all practical ques- 
tions begin with the primary purpose of 
winning the war. There is need to examine 
government orders carefully and even criti- 
cally; for agencies don’t want to put dealers 
out of business and will welcome suggestions 
about more efficient handling of business in 
a war-time economy. Various orders were 
written early in the war period, to fit condi- 
tions which have since changed. Orders, too, 
should be changed. 

The final session dealt with many of the 
questions that had come up in earlier ses- 
sions. Secretary Garner mentioned one 
point, having to do with the rationing of 
fuel oil, of serious importance in the Caro- 
linas. Many dealers buy rough lumber from 
small mills, and these mills are usually pow- 
ered with diesel engines. Many of these 
mills are near the end of their oil supplies; 
and, if they are forced to close for even a 
few days, they are quite certain to lose their 
workers permanently. 

The following officers were elected: Presi- 
dent, Frank R. Sires, Charleston; first vice 
president, W. D. Martin, Raleigh; second 
vice president, H. O. Stuckey, Columbia, and 
third vice president, J. H. Coman, Durham. 
Retiring President Cladius Dockery, Jr., 
becomes a member of the Advisory Council. 

Frank A. Brooks welcomed the dealers 
to Greensboro, and Mallard R. Bagnal, of 
Columbia responded. President Dockery, a 
highly skilled presiding officer, immediately 
set the tone of the meeting in his opening 
address by saying that the number one ob- 
jective is the winning of the war. Secretary 
Garner, whose encyclopedic knowledge of 
government orders and their practical rela- 
tion to local business kept the convention 
steadily on the beam, reported briefly in re- 
gard to membership and finances. He paid 
a high tribute to President Dockery and to 
Secretary Northup, of the NRLDA. That 
Secretary Garner and his great knowledge 
and skill are appreciated by the members 
was made clearly evident all through the 
convention. 

The conference dinner was held the first 
evening. More than 150 persons registered. 
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Middle Atlantic Dealers Probe 
Post War Era 


With an initial registration of 450, J. W. 
“Joe” Brosius of Brosius & Smedley Co., 
Wilmington, Del., opened the Industry War 
Conference sponsored by the Middle Atlantic 
Lumbermen’s Association on Jan. 13 in 
Philadelphia. Mr. Brosius took the chair 
in behalf of President J. Hammond Geis, 
John H. Geis & Co., Inc., Baltimore Md., 
who fell on the ice as he left for the meeting 
and has since been confined in a_ hospital. 
His injuries are not serious. 

This was an extremely intelligent, excel- 
lently directed conference and the interest 
shown by dealers was tremendous. There 
can be no question but that everyone who 
attended learned a great deal, regardless of 
how up to date he may have been in prob- 
lems of his particular field. A wealth of 
material was brought out in the several dis- 
cussions and the questions, and W. W. 
Woodbridge suggested that the questions and 
replies on the “Information, Please” session 
should be published in pamphlet form. The 
attention given the speakers was excellent. 

Mr. Brosius opened by saying that inas- 
much as the theme of the meeting was 
“What Are We Headed for After the War?” 
the board had asked President Roosevelt to 
suggest a speaker who could adequately 
present to the conference the administration’s 
point of view on the question. William H. 
Wynne of the National Resources Planning 
Board was the man chosen. 

Mr. Wynne was non-commital as to Gov- 
ernment policies after the war but pointed 
to numerous factors which will determine 
post war policies: the reversal of production 
from war goods to consumer goods; the 
question of women workers in industry; the 
permanence of the wartime geographic shifts 
of labor, the absorption of millions of fight- 
ing men and war workers into peacetime 
industry, etc. The National Resources Plan- 
ning Board is acting as a clearing house for 
information on all of these many questions. 

Thomas W. Lippert, editor of Iron Age, 
predicted that the war would not end this 
year or next and that government control 
would be rigid. Low-alloy steels have been 
developed which are rust resistant and rela- 
tively inexpensive, and these will furnish 
large quantities of materials for building, he 
said. 

Mr. Brosius then appointed the following 
resolutions committee: J. T. Eliason, J. T. 
& L. E. Eliason, Inc., New Castle, Del.; 
Arthur Shoemaker, C. H. Shoemaker & Co.; 
J. E. Walls, Short & Walls, Middletown, 
Del.; and Dale Adkins, E. S. Adkins & 
Co., Salisbury, Md. 

The morning session ended with the ap- 
pointment of Earl Snedaker, Frank C. Sne- 
daker & Co., Philadelphia; Norman Polk, 
Quince Ashburn, Inc., Pocomoke City, Md.; 
Norman Benner, William C. A. Costello, 
Inc., Glassboro, N. J.; Joseph W. Brosius, 
3rosius & Smedley Co., Wilmington, Del., 
to the nominations committee. 


Afternoon Session 


Raymond R. Dickey, editor, Modern Plas- 
tics, opened the afternoon session, taking as 
his subject “The Plastics Industry Intro- 


duces a New Era of Living.” Mr. Dickey 
briefly outlined some ‘of the jobs which 
plastic materials and the skill of plastic 
molders, laminators, and fabricators have 
made possible, all of which jobs are con- 
tributing to the winning of this war. Vari- 
ous plastic coverings have been substituted 
for rubber formerly used for insulation and 
have proved superior to rubber in every way. 
The plastics industry does not consider plas- 
tics a substitute, but considers them as being 
able to do a better job than most of the 
materials they are replacing. Mr. Dickey 
tried to make clear that plastics, as a term, 
is a class of materials, just the same as 
metals is a class of materials. Mr. Dickey 
also told of the place in the post-par picture 
of plastics and laminated wood, and spoke 
of the remarkably satisfactory results of 
saran, a, plastic used for plumbing. 

“Powers Pace, Pittsburgh Plate Glass Co., 
spoke for the glass industry and stressed the 
need for merchandising on the part of the 
lumber dealer. Mr. Pace told the history of 
glass.. He told of the part bullet-proof glass 
is playing in the war, and said foam glass 
is being used in rafts and boats and as insu- 
lation for submarines. 

Dr. Wilson Compton, secretary-manager of 
National Lumber Manufacturers’ Associa- 
tion, predicted that the lumber industry will 
become a wood conversion industry. He 
said that after the war there will be severe 
competition because of the vast array of 
alternative materials available for many uses. 
Dr. Compton said better utilization of all 
lumber, which will spread its cost, will enable 
the lumber industry to meet this competition. 

T. A. Lynch, vice president, Reynolds 
Metals Co., read the speech of R. S. Rey- 
nolds, president of the same company, who 
was unable to keep his appointment because 
of illness, in which the future of aluminum 
in the “world of tomorrow” was forecast. 


Thursday Morning 


Bob Jones opened the Thursday morning 
session and introduced John C. Taylor, who 
spoke on prefabrication in future building. 
He predicted the advent of $700 houses. 
Under the plan of American Houses, with 
which company he is associated, there will 
be no standard houses, but a series of stand- 
ard parts like a “mechano” set, with which 
the architect, designer, or builder can set up 
countless variations and build practically any 
type of house with the assembled parts. Mr. 
Taylor brought out the fact that there was 
a definite tendency from masonry to wood 
construction, 

Hal B. Alston, who was released from 
his duties by the Navy to attend this con- 
vention, spoke on “Conventional Construc- 
tion of the Future.’ Mr. Alston is vice 
president of Bush Construction Co. He said 
he enjoyed this opportunity to stress the 
needs of standards which are surely to have 
a rebirth after this war period, due to the 
many substitutes that have been slipped into 
the building industry as a war necessity. 
He expects the return to building standards 
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to be violent. He said conventional construc- 
tion doesn’t need an apology; it has shown 
constant progress and improvement over the 
centuries. He believes it would be impos- 
sible to build universal types of homes that 
would comply with all building codes. He 
feels that the lumber dealer should develop 
into the housing authority for his community. 


Following his talk, Mr. Alston was 
awarded the silver plaque, annual award of 
the association, in recognition of services to 
the retail lumber dealers of this area. 

At this point, Herbert V. Kaeppel inter- 
preted and digested for the convention the 
several speeches so far delivered, and offered 
advice on how to use all this information in 
1943. He said the important thing is to 
keep an open mind. 

The morning session concluded with the 
election of the following directors for a 
term of two years: District 2—Joseph Craft, 
Ambler, Pa.; District 4—George C. Peck, 
Scranton, Pa.; District 5—Warren Goff 
(alternate one year term), Wilkes-Barre, 
Pa.; District 6—Thomas Rider, Wiiliams- 
port, Pa.; District ?—Frank Buechley, 
Pottsville, Pa.; District 10—Richard Scully, 
Jr., Coatesville, Pa.; District 12—Gable 
Arnold, Red Lion, Pa.; District 14—Paul B. 
Porter, Chambersburg, Pa.; District 15— 
G. Hunter Bowers, Frederick, Md.; District 
16—J. Hammond Geis, Baltimore, Md.; Dis- 
trict 18—Weldon Waples, Newark, N. J.; 
Distrisct 20—Ellwood Seaman, Collings- 
wood, N. ff. 


Final Session 


W. W. Woodbridge, secretary-manager of 
the Red Cedar Shingle Bureau, Seattle, 
Wash., was master of ceremonies at the 
“Information, Please” session. He took op- 
portunity to advise dealers not to write letters 
for information to Washington, but “When 
you have a need for a ruling or analysis of 
any problem for an adjustment of a griev- 
ance, address it to your own local association 
rather than other bureaus which are so filled 
up with mail that it delays their normal 
work. Very likely your question has been 
asked before.” 


M-208 Revised 


(Continued from page 28) 


damaged by fire, flood, earthquake, 
tornado, act of God, or the public 
enemy; 
(ii) Buildings and structures required 
for storage of agricultural products 
produced, by farmers, planters, ranch- 
men, dairymen, or nut or fruit grow- 
ers; 
(iii) Shelters, barns, pens and sheds 
for livestock or poultry; and agricul- 
tural fences and gates. 

(3) Maintenance or repair of: 
(i) Churches; 
(ii) Commercial and oftice buildings; 
including lofts and hotels; 
(iii) Dwellings; 
(iv) Office buildings (including remod- 
eling) to provide accommodations for 
agencies of the United States Govern- 
ment; 
(v) Motor vehicles, parts, accessories 
and equipment, including bodies and 
cabs. 

(4) Boxing, crating, packing and stowing 
for shipment of: 
Agricultural implements and agricul- 
tural machinery, parts, accessories 
and equipment; alloys and rollings; 
apples, fresh; artichokes; asparagus; 
asbestos products; avocados; batteries; 
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broccoli; brussels 
boilers, mechanical stokers and ac- 
cessories; cabbage; canned _ foods; 
castings and forgings; cantaloupes; 
canuliflower; celery; citrus fruit; com- 
pressed or liquefied gas; corn, green; 
cranberries; cucumbers; dairy prod- 
ucts not otherwise listed; dried and 
preserved fruits not otherwise listed; 
egg plant; escarole; explosives and 
ammunition (non-military); fire ex- 
tinguishers; fresh meat, meat prod- 
ucts and lard; hardware, including but 
not limited to nuts, bolts, nails, 
screws and spikes; lettuce, head; mel- 
ons; onions; parsley; parsnips; pep- 
pers, green; petroleum products; pipe 
and pipe fittings; potatoes, white and 
sweet; poultry and poultry products, 
including eggs, shell and dry; prunes, 
dried; pumps and pumping equipment; 
radishes; raisins; refractories; rhu- 
bard; rutabagas; shortening and edi- 
ble oil; stamping and machine shop 
products; steam fittings; steam tur- 
bines; steel springs; tin cans and tin- 


sprouts; burners, 


(2) 


ware; tomatoes, other than red ripe; 
tools; turnips. 


List D of Order M-208 
(AA-5) 


Physical incorporation into: 

(i) Ladders; 

(ii) Refrigerators; 

(iii) Millwork; 

Maintenance or repair of: 

(i) Buildings, structures and project 
owned by any Government unit; 

(ii) School and college buildings, 
structures and projects; 

Boxing, crating, packing and stowing 
for shipment of: 

Bicycles; blowers and fans; cooking 
and heating equipment; enameled iron 
sanitary ware; fabricated structural 
metals; flat glass; office and store ma- 
chine; millwork; paint; paper and 
pulp; refrigerators; steam and hot 
water equipment; steel doors and win- 
dows; tobacco; vitreous plumbing and 
enameled products. 
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Hoosiers Inspired by 59th Annual 


Surprisingly uniform are the comments 
coming from all centers where lumber deal- 
er conventions have been held. “Best, most 
helpful lumber convention I’ve ever attended” 
seems to be the gist of what lumber dealers 
are saying. 

The 59th Annual Convention of the In- 
diana Lumber & Builders Supply Assn. was 
no exception. Indianapolis was the scene; 
Jan. 12-13 the dates. Dealers who attended 
went home better informed and much in- 
spired about their future.. They took with 
them concrete ideas about what their next 
moves should be. Most of them gained a 
new confidence in their ability to weather 
the storms which, because of the war, their 
businesses must pass through. 

They learned that gears are beginning to 
mesh in Washington, that the Government 
is anxious for them to stay in business, and 
that among officials there are practical lum- 
bermen who recognize the problems of the 
lumber dealer and who are bending every 
effort to meet them. 


An imposing array of speakers faced the 
group who attended the Indiana Lumber 
Dealers War Conference. There were top 
Government lumber and building officials, 
association men, successful retail dealers, 
college professor specialists, advertising men 
and manufacturers’ dealer relations execu- 
tives. Each had a message of importance 
to the dealers looking for guidance for 1943. 

President R. A. Schaub, of Whiting, Ind., 
chief executive of the association during 
1942, turned over the gavel to Harry D. 
Youse, of the May & Youse Lumber Co., 
Markle, Ind. Mr. Youse assumed the re- 
sponsibilities incumbent upon the Indiana as- 
sociation president for 1943. Chester L. Van- 
Scoyk, Kentland Lumber & Coal, Inc., Kent- 
land, Ind. was elected vice-president. 

The conference was first addressed by 
H. R. (Cotton) Northup, secretary of the 
National Retail Lumber Dealers Association, 
who gave an insight into the workings of 
the national association in Washington. He 
described the representation of the retail 
lumberman’s cause that is being made by 
the national association where it will do 
most good in Capitol circles. Mr. Northup’s 
address was entitled “Behind the Scene with 
Your National Association.” 

Don Campbell, chief, Lumber Wholesale 
and Retail Lumber Products Division, of 
the WPB had the second spot on the In- 
diana program. Mr. Campbell is a past 
president of the National Retail Lumber 
Dealers Association and is himself a suc- 
cessful lumber dealer. He spoke on the 
topic, “What I See Ahead for Lumber.” 

An inspiring talk of a general nature en- 
titled “The Safety Valve of Sanity” was a 
feature of the luncheon session Jan. 12. 
Ernest R. Rosse, a guest, was the speaker. 
The afternoon session was built around a 
panel discussion of Government regulations 
affecting the retail lumber business. Mem- 
bers of the panel were Don Campbell; Haw- 
ley Wilbur, a Wisconsin retail dealer; Don 
Montgomery, secretary of the Wisconsin 
Lumbermen’s Assn.; and George Ellison, 
senior business analyst of the OPA. The 
genial moderator was “Cotton” Northup. 

The panel discussion was especially de- 
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signed to give the attending lumber dealers 
an opportunity to ask questions concerning 
government regulations and their general 
effect on the retail lumber business. 

The afternoon business program was 
topped off with a 
talk by Dr. Raymond 
Schutz, traveler, lec- 


turer and _ educator, 
who had as his sub- 
ject “All Out for 


Democracy or Slav- 


ery.” It was a dis- 





R. W. SLAGLE 
Secretary, Indiana 
Lbr. & Bldrs. Sup- 

ply Assn. 





cussion of current 
world conditions. 
An early breakfast 
meeting opened the 
morning session on 
Jan. 13. The initial 
address pointed out 
how “Wartime Ad- 
vertising is Working 
J. F. Pexton, Norm Advertis- 


Overtime.” 
ing, a specialist in retail lumber and building 
material advertising led the discussion. He 
presented constructive suggestions on lum- 
ber dealer advertising during wartime. | 


An economist and commentator, Merryle 
Stanley Rukeyser, followed Mr. Pexton on 
the program and talked on “The War and 
Your Business” from a more general stand- 
point. 

A special committee headed by Jock Mc- 
Donald, vice president of The Buchen Co., 
a leading advertising firm, prepared a pre- 





sentation of products which will be avail- 
able for lumber dealer sale during the com- 
ing year if conditions remain relatively un- 
changed. Products represented were insula- 
tion, asphalt roofing, cement, lumber, mill- 
work, clay products, paints and hardware. 
Sales possibilities on each of these items 
were pointed out. The availability of each 
was discussed. The entire survey was the 
culmination of several weeks of research 
by Mr. McDonald and his committee. 


The relation of the lumber dealer to the 
broad national economy was the subject of 
an address entitled “The Importance of the 
Retail Dealer in the National Economy.” 
Charles W. Williams, head of the depart- 
ment of economics at the University of 
Louisville, made this another of his fascinat- 
ing talks to lumber dealer meetings. 


Ray Saberson and Arthur A. Hood shared 
the rest of the speaking program of the 
afternoon session. Mr. Saberson’s talk was 
as practical as its title indicates; to wit: 
“What Some Dealers are Doing to Stay in 
Business.” Mr. Hood’s address was equally 
packed with valuable information. Both of 
these gentlemen drove home the thought 
that the lumber dealer has many opportun- 
ities open to him and if he will take advan- 
tage of them there is no reason why he 
should even consider liquidation of his busi- 
ness. 


Memphis Lumbermen's Club 


Protests against the passage of the meas- 
ure now pending in Congress to appropriate 
$100,000,000 to “put the Forest Service in 
the lumber manufacturing business” were 
sent to all members of the U. S. Senate 
and the House from the South by the 
Lumbermen’s Club of Memphis, after that 
organization unanimously -adopted resolu- 
tions condemning the proposal. 


Hardwood Wholesalers Meet 


The ninth annual meeting of the National 
Association of Hardwood Wholesalers was 
held January 15 in a Chicago, III., hotel, A. 
VanKeulen, president, presiding. 

The welcome of Chicago’s Mayor E. J. 
Kelly was extended by C. H. Lundquist, 
Asst. Corporation Counsel. Mr. Lundquist 
went on to discuss the material, social and 
economic life of Sweden, Norway, Denmark 
and Finland. He asked for confidence in 
Finland and an understanding of her prob- 
lems in regard to her present set up in this 
war. 

Edward P. Wells, head of the Trade Re- 
lations Division of the Chicago Metropolitan 
area of the OPA was the next speaker. He 
explained at some length the difficulties under 
which the various governmental bureaus 
were operating, and the enormity of the 
task which faced them. The speech was 
designed to promote an understanding of the 
necessity of certain regulations upon indus- 
try during war. 

Mr. Wells’ associate, Donald Smith, spoke 
briefly, clarifying some points that may be 
classed as controversial. 

Ben Huntley, regional director of the OPA, 
and Attorney Boesel added comments which 


in substance supported Mr. Wells’ presenta- 
tion. They both offered their assistance to 
any who needed it in connection with regu- 
latory problems. The OPA men answered 
a number of questions from the floor. 

Officers of the association were duly 
elected at the afternoon session. They were 
as follows: Charles Gill, Gill Hardwood Co., 
Chicago, Ill., president; William Kelley, of 
the company of the same name in Milwau- 
kee, Wis., vice-president; Franklin T. Grif- 
fin, Chicago, IIl., vice-president; A. H. Ruth, 
Chicago, IIl., treasurer. 

The directors for the year are as follows: 
A. VanKeulen, J. C. Walsh, John I. Shafer, 
R. H. Downey, W. D. Wheeler, H. R. Fos- 
ter, Robert Fox. Also elected as directors 
for 1943 are George F. Kerns, M. D. Reeder, 
A. R. Copeland, Charles Conklin, E. L. 
Koester, William Wilcox, and John T. Bald- 
win, Jr. 

The secretary of the hardwood association, 
G. A. Vangsness, Chicago, Ill., was re- 
elected by the board of directors for the 
ensuing year. 

The meeting day closed with a banquet in 
the evening at which a group of entertainers 
supplied the program. 
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Lumber for the Army, 
Navy and other Govern- 
ment uses—and for reg- 
ular customers furnish- 
ing preferred ratings 
under M-208. 
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Uncle Sam’s Needs Come FIRST 


. . » And we're giving best possible service to 
our regular trade where high priority ratings 
can be furnished. For 53 years we've fur- 
nished famous “John Day’ Pine and ‘Mount 
Hood” Douglas Fir. 

OUR BA . OREGON. SALES OFFICE tur- 
nishes mixed cars of Pine Yard and Shed Stock, 
Bevel Siding. Lath, Dimension, Mouldings, 
aa. and mixed cars of Knotty Pine Panel- 
ing. Factory Lumber, 4/4 Cut Stock. 
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Member 
Western 
Pine Ass‘n. 


RLAMATH SOFT PIIie 


Cut from large Klamath Basin Ponderosa timber, Kester- 
son stock is of finest quality and texture. The Kesterson 
plant is the newest and most modern in the Klamath 
Falls area. Méilling facilities are unexcelled. Annual 


eESTERGON LUMBER 


ONIONGLIOM Wiamath Fats, Or. 
HOW TO BUILD 








e¢ STANCHIONS e- PENS 


For Easy and Quick Conversion 
To Steel After the War 


e@ Here’s the answer to restricted steel 
barn equipment. Louden ‘‘Victory’’ Cow 
Stalls. Stanchions and Pens .. . to be 
made of wood - for quick and easy 
conversion to modern Louden steel barn 
equipment after the war. Be of help to 
our farmer friends. Build good will. 
ake two sales instead of one. Sell the 
wood now. Sell steel alter the war. It’s 
the most timely idea in your field today. 
Backed by aggressive advertising in lead- 
ing national and state farm papers. You'll 
get plenty of requests. So write for full 
details now! 


THE LOUDEN 
MACHINERY COMPANY 


(Established 1867) 
132 E. Court St. Fairfield, lowa 
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Get your copy of this 
FREE book that tells 
about Louden Victory 
Cow Stalls, Stanchions, 
and Pens. 


“EVERYTHING £oR FARM BU/LD/INGS* 


Steel Stalls and Stanchions—Water Bowls—Feed and Litter Carrier Systems 





Ventilating Systems—Hay Unloading Tools—Sliding Door Track 
Hog House Equipment—Horse Stable Fittings—Barn Plan Service 








Sugar Pine 





MEDFORD CORPORATION 


MEDFORD, <> OREGON 


Manufacturers of Kiln Dried 
Ponderosa Pine . 


Members Western Pine Assn., West Coast Lumbermen’s Assn. and West Coast Bureau of Lumber Grades and Inspection. 


Douglas Fir 
White Fir 
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Northeastern Manufacturers Tackle Production Problem 


At the annual meeting of the Northeastern 
Lumber Manufacturers’ Association held in 
Boston, Mass., Jan. 14, the underlying 
thought in all discussions participated in by 
leaders in the industry and by prominent 
bureau heads from Washington centered 
about the problem of marshalling man-power 
that will check the downward trend of lum- 
ber production in the Northeastern section 
of the country; also the realignment of ceil- 
ing prices upon this product that will assure 
a maximum production toward more fully 
meeting the requirements of the war pro- 
gram. 

The activities of the year were reviewed 
by President Kenneth Hancock, Casco, Me., 
who was completing his third term as head 
of the organization. Declaring that the out- 
standing objective of the operating member- 
ship was a 100 percent service to the war 
effort, he pointed out that most of the 100 
or more bulletins outlining latest orders 
issued by OPA, WPB, and ODT from 
Washington had been generously broadcast 
from the association office to the long list 
of operators in the territory, whether or not 
they were on the membership roster. The 
association was definitely committed to serve 
the country in the war crisis, but he insisted 
that the bureaus at Washington must cooper- 
ate by making it possible to produce a ca- 
pacity volume of lumber by diverting man- 
power to the mill and woods crews, keeping 
up plant supplies and trucking equipment, 
and by bringing allowable ceiling prices into 


line with current operating costs to insure 
a reasonable return rather than a prospective 
loss to the operator. 

Secretary Broderick reported a total en- 
rollment of 75, with 8 new members added 
within the year. 

The guest speaker at this business session 
was B. R. Ellis, manager priorities division 
of the Lumber and Timber Products Wat 
Committee, who in 
civil life serves as 
manager of the 
Southern Cypress 


Manufacturers’ As- 
sociation, Jackson- 
ville, Fla. He 





KENNETH HANCOCK 





stressed the point 
that the most urgent 
call at the moment is 
for heavy trucks for 
woods work. He re- 
viewed the produc- 
tion record of the 
past year and the outlook for a reduced 
demand and output in 1943. Mr. Ellis an- 
swered a running fire of questions from the 
floor. He closed with an invitation to all 
lumbermen in need of service or supplies to 
contact his office in Washington, which is in 
close touch with all bureaus and supply 
agencies, 

The report of the directors by Chairman 
Joe G. Deering, Biddeford, reviewed the 





production problem being faced by the lum- 
ber operators in this section. There is a great 
lack of competent saw filers and head saw- 
yers. A motion was carried instructing the 
secretary to gather facts and figures at mem- 
ber mills, that will reflect exact conditions as 
to costs, manpower, supply, and outlook for 
production volume, for presentation to the 
proper authorities in Washington. 

Roy O. Sykes, vice president of Emporium 
Forestry Co., Conifer, N. Y., succeeds Ken- 
neth Hancock, Casco, Maine, as president, 
and Owen Johnson of the Johnson Lumber 
Co., Manchester, N. H., becomes vice presi- 
dent. R. E. Broderick, New York City, con- 
tinues as secretary-treasurer. 

A preliminary to the annual meeting was 
the annual dinner served Wednesday evening 
at the Parker House, when President Han- 
cock served as toastmaster and the guest 
speaker was Arthur T. Upson, director of 
the Lumber and Lumber Products Branch 
of the War Production Board. Dwelling at 
length upon the great value and use of lum- 
ber in the war program he directed special 
attention to the lack of manpower as the 
industry’s greatest problem, closely followed 
by transportation. In the matter of short- 
age of manpower, Mr. Upson declared that 
an increase of the work week to a 48 hour 
basis was the surest and quickest way to 
secure prompt relief. Another promising 
move would be through the Selective Service 
Board in calling back enlisted personnel who 
had served as key men in lumber production, 











SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 
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SPECIES 
PONDPROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








SAN FRANCISCO 
1030 Menadnock Bidg. 
Exbreok 7041 
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PEAVY-WILSON LUMBER CO. inc. 


GENERAL SALES OFFICE, 
HOLOPAW, FLA. 
MANUFACTURERS OF 
Extra Dense Virgin Long Leaf 


FLORIDA PINE ... CYPRESS 





For many years the PEAVY name has stood for topmost lumber quality. 
Remember this name when you're needing Pine and Hardwoods. Our 
modern mills have up-to-date machines—every facility for quality produc- 
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PREVIEWS 
Michigan 


The Michigan Retail Lumber Dealers’ As- 
sociation is featuring a free estimating course 
in insulation, paint, roofing, and siding at its 
War Conference, to be held at the Hotel 
Statler in Detroit on Feb. 2 and 3. There 
will be two full days of intensive discussion 
on the problems of operating a retail lumber 
business during war times—what you can 
buy, how you can buy it, how you can sell, 
what your prices should be, and your delivery 
problems. Merchandising and sales ideas 
will also be discussed. 

The business program will open on Tues- 
day, Feb. 2, at 10 a. m. Government officials 
and association secretaries will participate 
in a panel discussion in “Information, Please” 
style on Tuesday afternoon, followed by a 
question and answer period. 

Wednesday morning a panel discussion 
on available merchandise for retail lumber 
dealers during the war period will be par- 
ticipated in by nine representatives of na- 
tional manufacturing groups who sell their 
merchandise through retail lumber dealers. 
A question and answer period will follow. 
Outstanding, nationally known speakers will 
give the members the benefit of their views 
on various pertinent topics at the Wednes- 
day afternoon session. 

The estimating school, for which enroll- 
ment immediately is urged, is scheduled for 
Wednesday evening, Feb. 3, at 7 p. m. 


Canadian Lumbermen 

Lumbermen in Canada are taking great 
interest in the forthcoming 35th annual con- 
vention of the Canadian Lumbermen’s Asso- 
ciation at the Mount Royal Hotel, Mon- 
treal, Que, on Feb. 8, 9 and 10. The 
convention is being popularized under the slo- 
gan, “Canadian Lumbermen’s Parliament.” 
Splendid work has been performed by the 
association during the past year and a large 
attendance is expected for the convention. 


Michigan Salesmen 

The Michigan Association of Traveling 
Lumber & Sash & Door Salesmen will con- 
duct its 38th annual business luncheon meet- 
ing on Feb. 3 at 12:30 p. m. in the Statler 
Hotel, Detroit, Mich. Officers and directors 
for the coming year will be elected and other 
business incidental to an annual meeting will 
be transacted. 


Ontario Retailers 

The 26th annual convention of the Ontario 
Retail Lumber Dealers Association at the 
Royal York Hotel, Toronto, on Feb. 18, 19 
and 20 will probably be the most important 
the association has ever held. Indications to- 
day are that the attendance will increase, 
even over the record attendance of last year. 
This year’s convention is to be a “War Time 
Conference.” The presidents, secretaries and 
important directors of other retail lumber 
dealers’ associations in the prairie provinces, 
Quebec, New Brunswick, Nova Scotia, and 
Prince Edward Island, have been invited to 
attend for the purpose of holding a confer- 
ence upon the state of the retail lumber 
trade, and taking joint steps wherever advis- 
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able, to promote effective co-operation in the 
war effort, as well as to provide for united 
action in the interests of the retail lumber 
trade during the year 1943. A. A. Streatfield, 
Toronto, is president of the ORLDA and has 
a splendid record of co-operation in the war 
effort to report to the visiting dealers at the 
convention. 


New England Manufacturers 


The annual meeting of New England Lum- 
bermen’s Association has been scheduled for 
Hotel Carpenter in Manchester, N. H., on 
Thursday, Jan. 28, with the business session 
starting at 10 a. m., to be followed by lunch- 
eon at 12:30. As stocks of lumber on hand 
at the mills are depleted, the summary of 
available supplies of unsold lots to be shown 
in the stock sheet will prove to be of un- 
usual interest in the present emergency. The 
present relation of fixed ceiling prices, cur- 
rent costs, and scarcity of manpower to the 
production program will be revealed in the 
comment by operating members and by gov- 
ernment officials. At the conclusion of the 


afternoon discussions, the film “Trees for 
Tomorrow” will be shown by American 
Forest Products Industries. 
Texas 

At a recent meeting of San Antonio 
(Texas) lumbermen, Terry Thrift, Thrift 


Lumber Co., San Antonio, was selected as 
chairman of the 1943 War Conference to be 
held by the Lumbermen’s Association of 
Texas in San Antonio on April 12 and 13, 
according to announcement made by Curtis 
T. Vaughan, chairman of the association 
arrangement committee. Members of Mr. 
Vaughan’s committee met recently in Dallas 
to outline preliminary plans for this War 
Conference. 


Intercoastal Lumber Distributors 


Intercoastal Lumber Distributors Associ- 
ation will hold its tenth annual meeting on 
Jan. 26 at the National Republican Club, 
New York City. A brief business session 
commencing at 11:30 a. m. will be followed 
by luncheon at 1 p. m. The guest speaker 
for the occasion will be Major Martin S. 
McDonnell, Resources and Production Divi- 
sion, United States Army, who will talk on 
topics of current interest. 


‘New England Wholesalers 


A somewhat unique feature in the pro- 
gram of the annual meeting of the New 
England Wholesale Lumber Association at 
the University Club, Boston, Wednesday, 
Jan. 20, will be the appearance as a guest 
speaker of Mrs. Daisy Perkins of Concord, 
N. H., who is one of a group of eight wom- 
en who for several months past have been 
operating a Government sawmill at Turkey 
Pond near Concord where one of the last 
lots of logs salvaged after the September 
1938 hurricane is being reduced to lumber. 
With a small portable mill this crew of 
lumberjills has cut as high as 9000 feet in 
a single day. Mrs. Perkins will outline the 
organization of her crew and its accomplish- 
ments to date. Other speakers at this dinner 
will include Dr. Robert King Hall, an au- 





“I Pledge myself 
to do everything with- 
in my power to help 
my country to victory” 


This pledge is the fitting New Year 
resolution of the men in the lumber 
industry. 


The big mills are in high-speed produc- 
tion for war needs. 


And these Western Lumber Wholesalers 
offer their full and complete facilities 
for the quick and economical distribu- 
tion of lumber—vital product of 
America at war. 


The Western Wholesalers listed below 
supply the Western Softwoods—Doug- 
las Fir, Ponderosa Pine, Western Red 
Cedar, Idaho White Pine, West Coast 
Hemlock, California Sugar Pine. 





MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


Morrill & Sturgeon 
Lumber Co. 


CARL SODERBERG 
LUMBER COMPANY 


Manufacturers and Wholesalers 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - - WASHINGTON 








The Mark of Quality 


Yeon Bidg., Portland, Ore. 





(Sawmill: Pine 
Products Corp.., 
Prineville, Ore.) 











110 ee St. ! SAN FRANCISCO, CALIF. 


DUNCAN LUMBER COMPANY, INC. 


Specialists in Heavy Douglas Fir Clear Cants 
and Shipdecking. 


SEATTLE, WASH. 
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thority on Latin America; Sid L. Darling 
of New York, secretary Natienal-American 
Wholesale Lumber Association, and Grover 
M. Conzet, former State forester of Minne- 
sota and now stationed at Boston as acting 
director of Northeastern Timber Salvage Ad- 
ministration. 


Southwestern Retailers 

In order to help dealers meet wartime 
problems, the fifty-fifth. annual convention 
of the Southwestern Lumbermen’s Associ- 
ation, to be held in Kansas City, Mo., Feb. 
3 and 4, will eliminate all non-essentials. 
High ranking men in the Government divi- 
sions that are allied with the lumber in- 
dustry are scheduled to appear on the pro- 
gram, according to announcement made by 
E. E. Woods, secretary-manager. 


Northwestern Association 
Cancels 52nd Annual Parley 


The 1943 meeting of the Northwestern 
Lumberman’s Assn., annually one of the larg- 
est retail lumberman gatherings in the country, 
has been canceled for “reasons peculiar to 
this association” according to R. C. Volkert, 
acting secretary of that group. This meet- 
ing, which was to have been the association’s 
52nd annual, was scheduled for Jan. 19-20 
in Minneapolis. 


The transportation difficulties which would 
have been encountered in bringing the five 
to six thousand members who were expected 
to attend the meeting, from their homes in 
four states, was a contributing factor to the 
decision. The distances traveled by some of 





. _ Wurlitzer Co. Converts To 





today. 











Moore System For War Work 


HE Rudolph Wurlitzer Co., North Tonawanda, 

N. Y., have doubled their drying capacity by 
converting old-type cross-piling kilns to Moore 
Cross-Circulation System. This plant has converted 
to war work, drying lumber on government contract, 
and reports the Moore Cross-Circulation Kilns sea- 
son lumber promptly to desired uniform moisture 
content. They also operate Moore Cross-Circulation 
Veneer Dryer at DeKalb, IIl., plant. 





If you are eligible, we can furnish you Moore 
Cross-Circulation System to fill war orders. Write 


MOORE DRY KILN COMPANY 


Largest Manufacturers ef Dry Kilns and Veneer Dryers 


JACKSONVILLE, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


J Cote) 240 pay KILNS © 


eS 


CROSS-CIRCULATION aie 





INTERNAL FAN SYSTEM 





the members would have been great. 

The meeting as planned was to have been 
in the form of a wartime conference of lum- 
ber dealers rather than as a true convention. 
In essence Mr. Volkert emphatically ex- 
pressed his belief in the value of this type of 
meeting for lumber dealers this year and 
added that he felt that wherever it was prac- 
tical to do so, meetings of this type should 
be held. 


South Dakota Cancels Annual 

Transportation difficulties were given as 
the principal cause for the cancelation of the 
South Dakota Retail Lumbermen’s Associa- 
tion 1943 convention which was to have been 
held at Sioux Falls, S. D., March 3 and 4. 
However the Board of Directors of that or- 
ganization is planning to meet sometime in 
March or April, 


Southern Woodwork Association 

Southern woodwork manufacturers re- 
cently held a meeting in Chariotie, N. C., 
and organized the Southern Woodwork As- 
sociation, with Frank Wilson, Randall Bros., 
Inc., Atlanta, Ga., as president. Vice presi- 
dents were elected as follows: P. H. Dalton, 
High Point, N. C.; John D. Sasse, Jackson- 
ville, Fla.; H. A. Taylor, Richmond, Va.; 
and A. W. Thompson, Knoxville, Tenn. W. 
B. Willingham, Jr., Atlanta, Ga., was elected 
secretary and treasurer, while Joseph G. 
Rowell, Atlanta, Ga., will serve the associa- 
tion as counsellor and will handle the work 
usually performed by an executive secretary. 

The membership of the association includes 
twenty-two millwork manufacturers in the 
southeastern States and Louisiana. The pri- 
mary purpose of the association is to co- 
operate with governmental agencies, particu- 
larly with respect to the manufacture of 
wood products for war purposes, and to pro- 
mote the use of the members’ facilities for 
such purposes. 


Sash & Door Jobbers 

In a talk before the annual meeting of 
the Southern Sash & Door Jobbers Associa- 
tion in New Orleans, La., recently, Robert 
Bodkin, general manager of Ponderosa Pine 
Woodwork, emphasized the double-barrelled 
objective of his organization, which recog- 
nizes the opportunity of today to sell doors. 
window frames, and other items of wood- 
work but is directing a substantial part of 
its activities toward the post-war building 
market. Mr. Bodkin pointed out that Pon- 
derosa Pine Woodwork in all its activities 
is supporting the lumber dealer in this antici- 
pated post-war building boom. 


Tulsa Dealers 

Tulsa District Lumber Dealers’ Associa- 
tion held its annual meeting in Tulsa, Okla., 
in December and elected the following off- 
cers for 1943: President, H. H. Poarch, 
Economy Lumber Co.; vice president, S. FE. 
Dunham, Independent Lumber Co.; treas- 
urer, W. R. Kelly, Hope Lumber Co. Har- 
vey Watson was re-elected secretary-manager 
for the tenth consecutive term. Jess D. 
Davis, Long-Bell Lumber Co., is the retiring 
president. 


Pacific Wooden Box Division 

P. V. Burke, Sacramento Box & Lumber 
Co., Sacramento, Calif., was elected presi- 
dent of the Pacific Division of the Nationa! 
Wooden Box Association at the annual meet- 
ing and election of officers held in San Fran- 
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cisco, Jan. 14. Albert L. Pearlman, Associat- 
ed Lumber & Box Co., San Francisco, was 
the retiring president. 

Morris Milbank, Rogue River Box Co., 
Grants Pass, Ore., was elected vice presi- 
dent and A. F. Blocklinger, Chiloquin Lum- 
ber Co., Chiloquin, Ore., was re-elected treas- 
urer. Jack H. Dobbin continues as secretary- 
manager. 


Baltimore Exchange 

The first meeting in the new year of the 
incoming managing committee cf the Balti- 
more Lumber Exchange was held the after- 
noon of Jan. 4 in Baltimore, with nearly 
a full attendance, and with the new presi- 
dent, D. Carlysle MacLea in the chair. H. A. 
Crane, chairman of the membership com- 
mittee, is planning a drive for new members. 


Pacific Northwest Loggers 

Lloyd Crosby, Portland, Ore., logging op- 
erator, was elected president of the Pacific 
Northwest Loggers’ Association at that or- 
ganization’s annual meeting in Tacoma, 
Wash., Jan. 12. He succeeds W. R. Morley, 
formerly of Greys Harbor, Wash., but now 
of Portland. 

Other new officers elected included James 
G. Dickson, president of the Cascade Tim- 
ber Co., Tacoma, vice president; Sam 
Stamm, Port Angeles, Wash., treasurer ; 
and E. T. Clark, Seattle, re-elected secre- 
tary. Mr. Stamm succeeds I. W. Stuart of 
Everett, Wash., who is now a captain in 
the United States Army. 

The association voted to continue to sup- 
port research in the field of forest products 
now going to waste. Reports presented at 
the meeting showed that cork from fir bark 
has been produced and a Seattle brewer was 
reported as ready to try it out on beer bot- 
tle caps. Imported cork now is virtually 
unobtainable. 

Discussions developed some difference of 
opinion over the efficacy of the government 
order freezing labor in mills and camps, but 
no action was taken. A uniform log scal- 
ing system for the various districts rep- 
resented by the association was discussed, 
but its fate was left for probable action by 
the scaling bureaus. 


Carolina Salesmen 

The Carolina Lumber & Material Sales- 
men’s Association held its annual meeting 
the afternoon of Jan. 13 at Greensboro, N. C., 
in connection with the War Conference of 
the Carolina Lumber & Building Supply As- 
sociation. President O. E. Ross, Spartan- 
burg, S. C., outlined the objectives and 
achievements of the association. Secretary- 
Treasurer George W. French, Charlotte, N. 
C., reported a gain of more than fifty percent 
in membership during the year. Plans were 
laid for an extended membership drive, by 
means of local meetings and local committees. 

President Ross stated that the reception 
of salesmen in retail offices during the year 
indicated that the salesmen were rendering 
a real service to dealers and that this service 
is appreciated. President Ross paid high 
tribute to President Emeritus W. B. Mont- 
gomery, Columbia, who was not able to be 
president. 

Following were elected to office: Presi- 
dent, C. Fred Haeflinger, High Point, N. C.; 
vice presidents, E. W. Proctor, Columbia, 
and George F. Brown, Charlotte; secretary- 
treasurer, George W. French, Charlotte. 
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Coming Conventions 


Jan. 25-26—Mountain States Lumber Deal- 
ers’ Association, Shirley-Savoy Hotel, 
Denver, Colo. War conference. 


Jan. 26—Intercoastal Lumber Distributors 
Association, National Republican Club, 
54 West 40th Street, New York City. An- 
nual luncheon meeting. 


Jan. 26-27-28—Northeastern Retail Lum- 
bermen’s Association, Hotel Pennsyl- 
vania, New York City. War conference. 

Jan. 27-28—Ohio Association of Retail 
Lumber Dealers, Deshler-Wallick Hotel, 
Columbus, Ohio. Victory merchandising 
conference. 

Feb. 2-3—Michigan Retail Lumber Deal- 
ers’ Association, Hotel Statler, Detroit, 
Mich. War conference. 


Feb. 3—Michigan Association of Travel- 
ing Lumber & Sash & Door Salesmen, 
Statler Hotel, Detroit, Mich. Annual 
business luncheon meeting at 12:30 noon. 

Feb. 3-4—Southwestern Lumbermen’s As- 
sociation, Municipal Auditorium, Kan- 
sas City, Mo. War conference. 

Feb. 4-5—Iowa Retail Lumbermen’s Asso- 
ciation, Fort Des Moines Hotel, Des 
Moines, Iowa. Annual Victory Merchan- 
dising Clinic. 

Feb. 8-9-10— Canadian Lumbermen’s As- 
sociation, Mount Royal Hotel, Montreal, 
Que. Annual. 


Feb. 9-10—Illinois Lumber & Material 
Dealers Association, Sherman Hotel, 
Chicago. Lumber war conference. 


Feb. 10-11—Lumber Dealers’ Association 
of Western Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. Annual. 


Feb. 15-16—West Virginia 
Builders’ Supply Dealers’ 
Frederick Hotel, 
War conference. 


Feb. 16-17— Wisconsin Retail Lumber- 
men’s Association, Milwaukee Audito- 
rium, Milwaukee, Wis. Annual. 


Feb. 18-19-20— Ontario Retail Lumber 
Dealers Association, Inc., Royal York 
Hotel, Toronto, Canada. Annual. 


Feb. 22—Northern Indiana & Southern 
Michigan Retail Lumber Dealers’ Asso- 
ciation, South Bend, Ind. Annual. 


Feb. 25—Southwestern Iowa Retail Lum- 
ber Dealers Association, Council Bluffs, 
Iowa. Annual. 


Feb. 25—Virginia Building Material As- 
sociation, John Marshall Hotel, Rich- 
mond, Va. War conference. 


Feb. 25-26—Nebraska Lumber Merchants’ 
Association, Omaha, Neb. War confer- 
ence. 


March 4-5—Tennessee Lumber, Millwork 
& Supply Dealers Association, Hermitage 
Hotel, Nashville, Tenn. War conference. 

March 9-10—North Dakota Retail Lumber- 
men’s Association, Fargo, N. D. Annual 
convention and conference. 

March 10-11—Louisiana Building Material 
Dealers Association, Roosevelt Hotel, 
New Orleans, La. 

March 18—New Jersey Lumbermen’s As- 
sociation, Robert Treat Hotel, Newark, 
N. J. Annual. Tentative. 

April 12-13—Lumbermen’s Association of 
Texas, Plaza Hotel, San Antonio, Tex. 
April 13—Texas Line Yard Retail Lumber 
Dealers’ Association, San Antonio, Texas. 

Annual. 


Lumber & 
Association, 


Huntington, W. Va. 








Car and Cargo 


For 27 Years 
Producers and Shippers 
LUMBER and PILING 








PATRICK LUMBER COMPANY 


Terminal Sales Building, Portland, Oregon 


Teletypewriter PD 54 


Established 1915 


Wholesale Only 


WESTERN PINES and 
WEST COAST LUMBER 


Large and Long Timbers-- 
FIR PILING to 120 Feet 














For War 
needs you 


can’t beat 





Much North Carolina Pine is going for diversified war needs. Noted for its fine, 
soft texture in years past, North Carolina Pine is still tops with users. 





ELLINGTON-FAY LUMBER CO. 
Fayetteville. N. C. 


SPA Grade Marked Lumber 
Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers 
and Framing Lumber. Kiln Dried and Air Dried. 


BURRUSS LAND & LUMBER CO. 
Lynchberg, Va. 
Kiln Dried, Grade Marked N. C. Pine. R. R. 


Material a specialty. Car Lining and Decking. 
Mills ic Va. and N. C. 
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Sheetrock Siding 1234 


An improved gypsum board, called “Tri- 
ple-Sealed Sheetrock Siding,’ is claimed 
to cut cost of duration buildings up to 30 
percent. It builds, sheathes, sides, braces and 
decorates, in one operation. The board, 
manufactured by United States Gypsum Co., 
is fireproof and weatherproof. A “drip cap” 


shiplap edge protects joints between boards 
from the weather. 

The new board has a camouflage green 
exterior surface for exposure to the weather, 
and a manila inner surface that needs no 
further decoration. It is one inch thick, 
and available in panels two feet wide and 
six, eight, nine and ten feet long. 

For further information return 
checking No. 1234. 


coupon 


Fuel Saving Circular 

Circular No. 47, “Save Fuel for Victory” 
which has just been issued by the Engineering 
Experiment Station of the University of IIli- 
nois, is a reprint in part of several talks 
given by members of the staff of the Depart- 
ment of Mechanical Engineering in the Col- 


lege of Engineering and the Engineering 
Experiment Station of the University of 
Illinois, over the University Broadcasting 
Station W ILL. 

These talks were of a popular semi-tech- 
nical character, and covered the following 
subjects : 

Save Fuel by Reducing Smoke, Know 
Your Fuel, Insulation Saves Fuel, Home 
Insulation, Efficient Warm-Air Heating, Ef- 
ficient Steam or Hot-lVater Heating, More 
Fuel-Saving Hints, Possible Fuel Savings. 

Until July 1, 1943, or until the supply 
available for free distribution is exhausted, 
copies of Circular No. 47 may be obtained 
without charge upon application to Engineer- 
ing Experiment Station, Urbana, Illincis. 


Rotary Cutting Tool 1231 


Rotary tools for any fractional diameters 
from %” to 15”—for quick clean holes in 
Metal, Wood, Masonite, Plastics—or for 
producing discs and rings from these mate- 
rials for various purposes are made bv the 
Misener Mfg. Co., Inc. 

The Misener Teco grooving tools are made 
for ring connectors, tooth rings, and shear 
plates, in the several sizes as used by the 
trade. Blades for wood are available in 


14” 2Yy" ’ 


depths. Cuts made are a 
full 14” less in depth than the blade, as this 
portion is taken up by the groove in the tool. 
It is necessary to quote on each individual 
size of wood cutting tool. Check No. 1231 
to receive literature. 


934" 
wh 


For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the particular items in question. 
clip it and mail it to the AMERICAN LUMBERMAN, 431 So. Dearborn St. 
The desired information will be forwarded promptly. 


Chicago, Ill. 


1231 1232 1233 
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City and State. . 


1234 


Sign the coupon, 


1235 


Book on Blueprint Reading 


This is a fast, practical method for in- 
structing apprentices, machine workers, and 
others in blueprint reading without neces- 
sitating instruction in mechanical drawing. 
The problems are self-checking and do not 
lend themselves to copying. This book is 
being adopted by Navy, public, and private 


Diroblems in 


BLUEPRINT READING 


Castle 


The Manual Arts Dress 


schools, both vocational and industrial. All 
information given is easily understood. The 
author if Drew W. Castle. 


Problems in Blueprint Reading contains 
the fundamentals—what the symbols mean, 
how they are put together, etc—followed by 
a series of working drawings taken from 
industry which are used as the basis for read- 
ing practice. Each problem is typical of 
industry and is arranged for steady progres- 
sion in the learning process. Questions are 
asked and students’ answers not only demon- 
strate their ability to read but to understand 
the questions, which are typical of those en- 
countered in factory work. In addition to 
the strictly reading work, shop sketching is 
provided for, which further proves the stu 
dents’ ability to comprehend verbal instruc- 
tions and offers allied training which often 
is helpful. 

Copies may be purchased at 96 cents each 
from The Manual Arts Press, Peoria, III. 


Bulletins on Control 


Instruments 1232 


The Bristol Company has just published 
a series of bulletins covering automatic con- 
trol and recording instruments for indus- 
trial furnaces, dryers, kilns, and ovens. 
These have been bound together in loose 
leaf form in order that additions and rev!- 
sions may be easily inserted. 

The binder set covers pyrometer recorders 
and controllers, thermometer recorders and 
controllers, humidity recorders and control- 
lers, draft controllers, control valves and 
accessories. 

The bulletins included are well illustrated 
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with photographs, application drawings, and 
wiring diagrams, and the material included 
gives a wide selection of types and combina- 
tions to meet the need of manufacturer or 
users. Check No. 1232 to receive the series. 


Book on Forests for School Use 


Trees for Tomorrow, second educational 
book on the forests to be published by the 
American Forest Products Industries, Inc., 


new maintenance guide makes specific rec- 
ommendations for putting pump care on a 
wartime basis. Step by step a centrifugal 
pump is actually built, and as each part is 
added, the way it’s built and functions are 
seen to determine the way it should be 
cared for. 

Valuable wartime tips included in the book 
describe: How a change in liquid can 
blitz a pump, easy ways to find leaks, com- 
mon mistakes in packing stuffing boxes, how 
tight is “too tight” for a gland, how to 
figure head, how to protect pumps against 
cavitation, the vital role of water as a 
lubricant in pumps, quick diagnosis of pump 
ills, and many others. 

The new manual applies to all makes of 


pumps and contains no advertising. Copies 
can be obtained free of charge by checking 
number 1233 and returning the coupon. 


Sewer and Drain Handbook 1235 


The purpose of this booklet is to place in 
your hands specific information on sewer and 
drain stoppages, their common causes and 
the most efficient remedies. Roots, grease, 
scale corrosion and other debris are the usual 
causes of sewer and drain failure. This well 
illustrated booklet is published by the Roto- 
Rooter Corp., as an explanation of their spe- 
cialized sewer cleaning service. Check No. 
1235 to receive a copy free. 





@ In America today. millions of 
industrial workers are backing 
up the man with the bayonet. 
Many thousands of them are pro- 
ducing the scores of lumber 
items so essential to our war 
effort. Our job is microscopic com- 
pared to that of our combat 
troops. But we are trying to do 
it well. 








is ready for free distribution to schools. 
Like its predecessor, America’s Forests, the 
new book is geared to the seventh, eighth, 





and ninth grades. Whereas the first book 
discussed the past and present of America’s 
most abundant natural resources, Trees for 
Tomorrow emphasizes the measures being 
taken by the forest industries to perpetuate 
the forest harvest on a sustained yield basis. 
It is liberally illustrated and printed in well- 
spaced, legible type. 

Trees for Tomorrow will be supplied to 
all teachers and schools requesting it in suf- 
ficient quantity for all members of their 
classes. It is intended to be used in direct 
class room work, to be collected after study, 
and re-used the following year. Write Amer- 
ican Forest Products Industries, Inc., 1319 
Eighteenth St., N. W., Washington, D. C. 


ch Pump Maintenance 1233 

. In further recognition of the great and 

4 growing contribution of maintenance to the 

q war effort. Allis-Chalmers, builders of cen- 

trifugal pumps, has just released another 

maintenance manual—‘Handbook for War- 

time Care of Centrifugal Pumps.” It is part 

of a series which already includes books on 
the wartime care of motors and V-belts. 

Like motors and drives, pumps are being 

pushed far beyond normal capacities, and 

many pumps that worked 1800 hours in a 

= peacetime year are now working 8700 hours 

ail a year, according to Allis-Chalmers. Con- 

al sequently, a new standard of pump care has 

aa been set forth in this importantant new 

handbook as a necessary solution. 
sted 4 Abundantly illustrated, Allis - Chalmers’ 
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CHAPMAN, ALABAMA 


W.T. SMIT 


YELLOW PINE AND HARDWOODS 
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This Frick steam engine and boiler, built in _ 
1877. is still in use at the Clore Furniture Factory in 
Madison, Va. That’s 65 years of service—a record 
speaks for itselfl 


Frick Co., Inc.. Waynesboro, Pa. 
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You can depend on A ET % A 


for your Plywood Needs 
: OUR STOCKS STILL INCLUDE... 


ide selection of sizes and thicknesses in Fir, Pine, Gum. Wal- 

oak ad Birch. Maple, Mahogany and many other hardwood ply- 
woods ... veneers in a variety of woods . .. waterproof and 
aircraft plywood . . . flush doors . . . cupboard doors .. . card table 
tops, inlaid wood pictures and Laux Glues and Paints. 

Fir, Pine. Gum and Birch Plywood now available only on orders 
with Preference Ratings. : 

Let Us Help You with War Requirements. 













IN 1731 Elston Avenue immediate 
ston 

' @ VENEER Chicago, Ill. = 

Phone: ARMitage 7100 ipments 


IXL MAPLE FLOORING 


The World’s Standard since 1888 





WISCONSIN LAND & LUMBER CO. 
HERMANSVILLE, MICHIGAN 























IVORY PINE sot Fettrea 


All that the name implies Klamath Basin 
Timber 










Quality lumber from modern mill @ 
and kilns. Manned by an efficient Awe vas 
organization—small enough to give agape 
your orders INDIVIDUAL attention <& 
—large enough to serve ALL your 
needs. Member Western Pine As- 
sociation. 
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A GOOD STARTING 
POINT 


Standing timber bought right 
is a good beginning for any 
lumber operation. Over a long 
term of years many successful 
lumber manufacturers have 
called on us to help them 
establish timber values. And 
today if we can be helpful to 
you, we are at your service. 


H. M. SPAIN & COMPANY 
Timber Estimates & Appraisals 
Commerce Title Building 
Memphis, Tennessee 



























PLANER AND 
JOINTER KNIVES 


— — — also high speed knives and 
molding cutters for the woodwork- 
ing industry. Western Agents: 


TAYLOR-STILES & CO. yi marine co. 
RIEGELSVILLE, NEW JERSEY st. Louis, mo. 


SAWMILLS 









MACHINERY COMPANY J SHREVEPORT, LOUISIANA 


American dc swvei Load Binder 


(Goodyear Pattern) 
For binding LUMBER, 
LOGS. Holds load firmly. 
Strongest . . . forged steel 
throughout . . . easiest to 
use . . . most practical 
and effective. Three sizes. 
Write for circular and full 
information. 





“American”? line of Log- 
4. — and ——_- 
is the best on the market. 
Catalog on request. OBEN 


AMERICAN LOGGING TOOL CO., Evart, Mich. 













TARTER, WEBSTER & JOHNSON, inc. 


Crocker First National Bank Building., SAN FRANCISCO, CAL. 


‘CALIFORNIA SUGAR PINE 
PONDEROSA PINE -- WHITE FIR 


SAWMILLS 
Dorris, Cal. Nubieber, Cal. White Pines, Cal, Lakeview, Ore. 













USSELL & PUGH LUMBER CO. 


SPRINGSTON, IDAHO 6 


Idaho White Pine Ponderosa Pine § 
Douglas Fir © White Fir | Cedar * 


Gia MOLE, 
< > 




























EXTRA PROFITS watereroorinc cme 
[ rextine RANETITE 


TRANSPARENT WATERPROOFING SS 
New discovery! Not a varnish. Ranetite is a stearate compound that 
penetrates deep into stone, brick, conerete or stucco walls to give a 
— watertight job. Will not affect color or texture of walls. 
umber dealers—write for Ranetite profit plan. 


RANETITE MFG. CO 187,80, BROADWAY 


SAINT LOUIS.MO 
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BURDETT LUMBER COMPANY 
MERIDIAN, MISS. 
-- a little better lumber, a little 
better service -- for over 20 years 
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wom Reports from Lumber Markets 











Information contained in this department comes directly from American Lumberman rep- 
resentatives located in these cities. 


Baltimore, Md.; Buffalo, N. Y.; Cincinnati, Ohio; New York 


Shreveport, La.: Memphis, 
Ala.; Eansas City, Mo.; St. Louis, Mo.; Minneapolis 


Wash.; Tacoma, Wash.; San Francisco, Calif.; Boston, Mass. 


General Review 


The slight general shifts in the trend of 
the trade reported in the general market re- 
view of the last issue of the AMERICAN 
LUMBERMAN are becoming a little more pro- 
nounced, 

West Coast reports indicate that producers 
in that section have felt nothing of the prom- 
ised easing in the demand for lumber. The 
shipbuilding program is ever expanding in 
the West and new calls for workers create 
a need for new housing facilities, so the local 
demand for lumber is great. In contrast 
are the reports from some of the eastern 
sections which show that lumber demand has 
declined to some extent, with the exception 
of demand for crating. This latter is ex- 
pected to increase in all sections this year. 
Incidentally keep an eye on the glitler build- 
ing program which is in its initial stages. 
Each glider requires a tremendous amount of 
crating to insure its safe shipment. 

West Coast lumbermen have the distinc- 
tion of being the only regional group to have 
bettered its 1941 production figure in 1942. 
200 million feet per week flowed from the 
West Coast mills. Hardwood consumption 
estimated for 1943 has been broken down 
into the following figures by the WPB. 


Millions 
of feet 
Bowie G CraQne..c...<5.o:0-0eassie . 2,880 
PUECIA AROS: 5515s. 4.015536.) 09010 1,560 
Civilian construction ............ 800 
Direct Gov't purchases........... 430 


The boxing and crating estimate is up 730 
million feet above 1942, but the other items 
are lower. More of these interesting trends 
and facts about lumber consumption past and 
future are to be found on page 13 of this 
issue. 


Optimists have hailed M-208 as a blessing 
which will allow lumbermen to replace their 
inventories of certain classes of lumber as 
these lumber items are shipped for authorized 
uses. The dealer whose inventory is already 
far gone—who has very little to replace 
should he get an order which allows replace- 
ment, fails to see his salvation in this pro- 
vision. Other comments on M-208 may be 
found on pages 24 and 26 of this issue. 


Furniture men crowded Chicago to attend 
the largest show in Furniture Mart annals. 
Conventional designs were in demand in 
volume but they were eclipsed by the more 
modern styles, principally for war housing. 
The possibilities of cypress as a cabinet wood 
and an increased use of oak, elm, cabinet 
ash, sycamore, beach and others is expected. 
Lumbermen with an eye to their own future 
are trying to accommodate the furniture 
manufacturers who will provide a real mar- 
ket in post war years. 
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City: Philad eee. Tos eee Ses 


Tenn.; New Orleans, La.; Jacksonville, Fla.; Houston, Texas B 
: Portland, 


Ore.; Seattle, Washs S 


Demand 


Eastern Market 


Lumber trade in BUFFALO is rather 
quiet in most lines, due chiefly to the re- 
strictions placed upon private building 
and also to the difficulty in obtaining lum- 
ber. The present month has been cold 
and stormy and some building operations 
are doubtless being delayed on that ac- 
count. Retail stocks have been largely 
reduced because the lumber sold has been 
almost impossible to replace. Most of the 
sales have been to plants with defense 
orders. 

The Buffalo hardwood yards report a 
steady demand for most of the different 
woods and a good deal more business 
could be done if the stocks could be found. 
Birch and ash are among the woods most 
difficult to obtain, but scarcely anything 
on the list is to be obtained in large 
quantity. The yards have had to contend 
with an unusual amount of snow and cold 
weather so far this month and some scar- 
city of labor is also reported. 

The demand for western pines in the 
Buffalo market has been somewhat 
smaller of late since retailers realize that 
but little lumber is to be obtained at the 
mills. Floods are reported to have caused 
a considerable reduction in the mill out- 
put, while government demands have ab- 
sorbed a great quantity of the lumber 
turned out. Retail stocks in Buffalo yards 
are much reduced. 

Only a small amount of Canadian pine 
is reaching the Buffalo market, owing to 
the shipments being restricted to concerns 
which have priority orders. Domestic 
pine supplies are also extremely limited. 
The demand for box and crating lumber 
continues active, as consumers needs are 
heavy. 

The business of the local yards around 
BALTIMORE so far as the distribution of 
North Carolina pine is concerned, tended 


to slow up over the holidays and some 
time thereafter, due to stock-taking and 
other details incidental to the beginning 
of a new year, and still continues to show 
less activity than it did in the previous 
few months. Further restrictions upon the 
distribution by the government tended to 
hold back expansion, and the almost com- 
plete suspension of building operations 
except for some further progress on hous- 
ing projects designed to provide accom- 
modations for workers in war plants, did 
not held the distributors who had no gov- 
ernment orders. Box makers here con- 
tinued to be very busy, and their require- 
ments of rough lumber were large, but 
stocks seemed large enough to take care 
of their requirements. 

The demand for the large dimensions 
has continued very active, with the mills 
finding it difficult to take care of the calls 
for delivery. Ship yards and other big 
establishments are in the market for all 
of the long leaf pine of the required sizes 
they can get, and the quotations on these 
sizes has tended to move higher, irrespec- 
tive of the ceiling. As for the smaller 
lumber, such as the general trade calls 
for, however, it is in better supply and 
offerings have increased in a way to sug- 
gest that producers are anxious to reduce 
inventories and also to turn their product 
into money so as to be in better position 
to meet tax payments. Baltimore dealers 
seem to experience no difficulty in obtain- 
ing the ordinary sizes in sufficient quan- 
tities to provide for their needs, with per- 
haps an excess available, 

The diversion of cypress from its ac- 
cepted peacetime purposes, continues, and 
producers are able to dispose of their out- 
put as fast as it can be prepared for ship- 
ment. The conversion of cypress into the 
many products wanted:for the military 
forces, along with considerable material 
that goes into lease-lend channels, is 
large because of the special qualities of 
the wood. 

There has not been very much change 
in the North Carolina pine or shortleaf 
pine market during the past two weeks 
according to report from NORFOLK, VA. 

While it may be true that for a while 
in January, more shipments of lumber 
have been made because of better 
weather; on the other hand, the mills are 
powerless to turn out the lumber that the 
government wants in its own work and 
also in the defense workers projects. 
There has been no evident improvement 
in the labor situation at the mills and 








Douglas Fir Restrictions Revised 


The newly revised edition of Limitation 
Order L-218, which, in effect relaxes some 
of the restrictions on the sale of Douglas fir 
lumber makes the following exceptions from 
the order that no person shall sell, ship or 
deliver Douglas fir lumber. 

These are exempted: 

(1) Shipments to or for the account of 
the Procuring Agency or any contractor or 
other person designated by that agency, 
either directly or through one or more in- 
tervening persons. These orders must carry 
a signed statement that they are complying 
with L-218, unless the producer has written 
directions to make shipment or delivery from 
the Procuring Agency. 

(2) Shipments from one producer to an- 
other. 

(3) Shipments made on specific authoriza- 
tion of the Director General of Operations 
on form PD-423. This may be authorized 
to be sold or shipped to specific persons or it 
may be authorized to be sold or shipped sub- 


ject to M-208 without particularizing per- 
sons or uses. The Director General of Op- 
erations is given blanket authority over this 
ordering. 

No preference ratings have any force in 
regard to the sale of Douglas fir lumber un- 
less the sale is made specifically subject to 
M-208. 

The lumber affected by this order, known 
s “Restricted Douglas Fir Lumber,” is any 
sawed lumber, except shingles or lath, of any 
size or grade, whether rough, dressed on one 
or more sides or edges, dressed and matched, 
shiplapped, worked to pattern or grooved for 
splines, of the species Pseudotsuga taxtfolia, 
produced in those parts of Oregon and 
Washington lying west of the crest of the 
Cascade mountain range, but not including 
No. 3 boards, No. 3 dimension or No. 3 tim- 
bers or any grade of factory or shop lumber, 
and not including plywood, veneer or used 
lumber. 
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those mills, now operating part time are 
producing all the lumber possible under 
existing conditions. It has been reported 
that some Eastern housing projects re- 
cently started have been authorized to use 
cement blocks for home _ construction. 
There is a definite slowing in new gov- 
ernment projects, whether for actual war 
work or for workers homes. 

There are a number of housing projects 
under way that cannot be completed with- 
in the time alloted because of lack of 
lumber. Some retail yards are buying all 
available pine lumber working under pri- 
ority orders. Box manufacturers are still 
pushed for deliveries of boxes, crates, etc., 
for the Army and the Navy and are buy- 
ing all the good low grade pine, gum, and 
poplar available from large and small 
mills. 

There has been no change in the “ceiling” 
prices and none are contemplated for the 
near future. Increasing cost of lumber 
production has caused considerable dis- 
satisfaction with those prices. 


Southwest Market 


The demand for lumber in the South- 
west continued heavy, with government 
requests dominating the market. Tight- 
ness still persists in KANSAS CITY and 
prices are strong at ceilings. Yellow pine 
mills report unfilled order files equal to 
production of 45 days, a heavy total. The 
labor situation has not eased up any and 
mills report that it is almost impossible 
to keep up with the orders. Weather con- 
ditions remain bad and shipments have 
fallen off. A report of the Trans-Missouri- 
Shippers’ and the Southwest Regional 
Shippers’ boards this week disclosed that 
the movement of lumber from this area 
will be substantially less than in the first 
three months of 1942. The Southwest 
group reported that the mills will be able 
to send about 53,401 carloads of lumber 
in this area, compared with 55,395 cars a 
year ago. The Trans-Missouri report 
showed shipments of 12,480 cars, against 
15,864 cars a year ago. There has been 
no lessening in the demand for lumber 
from farin areas; in fact, the need has be- 
come more urgent in recent weeks. Re- 
laxation of federal controls to allow in- 
ventory replacements was greeted with 
much satisfaction in the trade. 


West Coast Market 


TACOMA, WASH. lumber mills report 
that there is ample demand for their prod- 
uct in spite of word from Washington, 
D. C., that requirements of government 
agencies are falling off. Most operators 
believe that the government curtailment 
will not be felt for some time in the 
Pacific Northwest, because plants in this 
area have been specializing in manufac- 
ture of the higher grades of lumber, and 
the reduction for the present at least, does 
not appear to be affecting these grades. 
They also point to the fact that local de- 
fense construction is on the increase, both 
with regard to shipbuilding and other de- 
fense industries, and also because of the 
increase in defense housing projects. One 
of the latter, which started this week in 
Tacoma, calls for 364 housing units and 
will cost an estimated $825,000. At the 
last minute, specifications on the project 
were changed permitting substitution of 
wooden floors for concrete, which places 
the project on an all-frame basis. 

Predictions of lessened government de- 
mand in 1943 and of terminal points at 
which it may be expected are not sustained 
by anything happening in the PUGET 
SOUND area. A two day auction in Seattle, 
while fairly successful, could not take 
care of some 150,000,000 feet needed. An- 
other auction will be held in Portland 
within a week of the Seattle auction. Gov- 
ernment demand is for a great variety of 
lumber to be shipped to widely separated 
places. 

Domestic business lurks in the offing 
snapping up any lumber it can get. There 
is a willingness to use substitutes. What 
actual domestic demand there is can hardly 
be determined because some buyers make 
no effort to buy. 

Shingle demand continues apace, the 
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demand comparing with lumber. Red 
cedar siding moves out of the mills 
rapidly. Log demand is vey strong from 
every consuming center. 

Prices of Douglas fir lumber, red cedar 
siding and shingles, and logs are un- 
changed at previously published ceilings. 
However some revision of Douglas fir 
prices is contemplated and it is under- 
stood some mills are already being pro- 
tected by the government in event these 
are set before shipping. Siding prices also 
may be changed. 


Supply 
West Coast Woods 


Lumber production continues unabated 
in the TACOMA, WASH., area, in sharp 
contrast to the letdown generally appar- 
ent at this season of the year. For the 
most part, plants are cutting on war 
orders, but where this is not taking up 
all available production time, some atten- 
tion is being given to building up reserves 
which are sadly depleted since many mills 
are reporting inventories at the lowest ebb 








New Ceiling Prices 
on Southern Hardwood 
on Stock Millwork 


A revised edition of Maximum 
Price Regulation No. 97 has lowered 
the maximum prices which may be 
charged for some Southern hard- 
wood lumber items. The new act, 
which became effective Jan. 7, is 
written in the same enlightened sie 
which characterized the Weste 
Pine ceiling covered in the Jan. 7 
issue of the American Lumberman. 

On and after Jan. 8 no stock mill- 
work may be sold at prices higher 
than those set forth in MPR 293, re- 
cently issued. 


COPIES OF THE COMPLETE TEXT 
OF EITHER OF THESE MAXIMUM 
PRICE REGULATIONS ARE AVAIL- 
ABLE AT NO COST FROM THE 
AMERICAN LUMBERMAN 


431 S. Dearborn St. 
Chicago, Ill. 








in years. In general, however, most at- 
tention is being devoted to current busi- 
ness. The labor situation in adjacent 
logging camps, which for a time was seri- 
ously threatened by reduction in person- 
nel, is gradually improving. Weather con- 
ditions in the woods so far have been 
conducive to full scale operation. Log sup- 
plies, bolstered by raft shipments from 
outlying points, appear to be adequate for 
the present at least. 

Some relief appears in prospect for the 
domestic buyer who finds himself unable 
to either get lumber or to get through the 
restrictions of the engineers’ office. Whole- 
salers in the SEATTLE area have received 
announcement of a revision of the classi- 
fication of lumber which may make avail- 
able more grades than the number 3 com- 
mon the only one that can be purchased 
without priority. Mid-January finds the 
mill inventories very low and production 
problems difficult on account of bad 
weather and labor shortages. All grades 
of shingles continue badly oversold. 


Logs 

An inventory of Puget Sound logs re- 
veals 34 and a half million feet less sup- 
plies than the month before. Stocks of 
Douglas Fir dropped eleven and a half 
million feet, hemlock 19 million feet and 
white fir, six million. Cedar and Spruce 
log inventories were up a million feet. 
Logs continue to be the most critical end 
of lumber production. 











Northeastern Softwood 
Transportation Charges Amended 


The transportation charge section of the 
Northeastern Softwood Lumber price ceiling 
(MPR 219) was amended, effective Jan. 13, 
to read as follows: 

Where lumber is shipped by rail from a 
mill having milling-in-transit arrangements 
with a carrier to a planing mill, owned by 
the same person, for further processing be- 
fore delivery to the purchaser, that person 
may apply for permission to figure transpor- 
tation charges on the basis of the through 
rail freight rate from the first mill to final 
destination in the following case: 

(1) Where the hurricane of September 
1938 damaged and destroyed a substantial 
portion of the timber near which the planing 
mill had been located so that the mill has 
been compelled to rely primarily on more 
distant sources of timber; and 

(2) Where it has not been practicable to 
move the planing mill near other sources of 
timber because of excessive moving costs, 
shortages of mill labor and insufficient stand- 
ing timber in any single location to warrant 
moving the mill. 

The application should be made by letter 
to the Lumber Branch, of the Office of Price 
Administration, Washington, D. C., and may 
be acted upon by letter. The addition may 
not be made on quotations or sales until per- 
mission has been received. 


Appeal to So. Pine Manufacturers 
for Peak Production 


C. C. Sheppard, chairman of the Southern 
Pine War Committee, recently issued an 
appeal to all Southern Pine Manufacturers, 
urging that they do everything within their 
power to stimulate production, concentrating 
particularly on those items likely to be in 
great demand by the Government this year. 

In his letter to the industry, Mr. Sheppard 
stated: “As Chairman of the Southern Pine 
War Committee, I feel it is my duty to ex- 
hort each and every Southern Pine Manu- 
facturer to make a supreme effort above 
everything heretofore attempted to get every- 
thing out of existing manpower and equip- 
ment.” 

Mr. Sheppard stressed the need for ad- 
justing the operating schedules of Southern 
Pine Manufacturers to the production of 
those items the war agencies will require this 
year. The Central Procuring Agency of the 
Corps of Engineers has indicated that its 
requirements in 1943 will be heavy for 
boards and that the demand for dimension 
stock would show a decrease. 

“For that reason,” Mr. Sheppard said, “I 
think we should concentrate on the produc- 
tion of inch material so that no bottleneck 
on this size of lumber will develop. Of 
course, I know too well the objections that 
may be offered to carrying out such a pro- 
duction schedule, such as the usual expense 
idea, the attitude of successful management 
with regard to plant facilities and resources, 
the ordinary economic production of the best 
that the log will yield, and many other de- 
sirable economic practices that apply in ordi- 
nary times. 

“But, we are at War. Business as usual 
is out, and sound business practices are be- 
ing set aside every day in the interest of 
maximum production.” 
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Western Pines 


Following delivered prices, based on 
past sales, were reported to the Western 
Pine Association by members during the 
period Jan. 4 to 9, inclusive. Both di- 
rect and wholesale sales are included and 
are based on specified items only. Two 
districts are given, one being the State of 
Illinois, outside of the Chicago metropoli- 


tan district and the other the State of 
Pennsylvania. Quotations follow: 
ILLINOIS 


PONDEROSA PINE 
Selects S2 or 4S— 


1x8 5/4 RW 6/4 RW 
D Select RL...$66.50 sever ores 





Shop S2S— 
No. 1 No. 2 
BE, eric dearer steerer aiere-are $60.25 $52.25 
Commons, S2 or 4S—- 
No. 2 No. 3 
DG Mt Soon cao ckee sans $49.50 ‘ 
PENNSYLVANIA 
PONDEROSA PINE 
Selects S2 or 4S— 
1x8 5/4 RW 6/4 RW 
CS Te Save diene $81.50 $86.50 $85.92 
a err 68.50 $1.75 5 ane 
Commons, S2 or 4S— 
No. 2 No. 3 
2 Perce cceeesaeawes $52.42 $48.50 
Coe re eee ee 54.30 48.50 
IDAHO WHITE PINE 
Selects S2 or 4S— 
; 1x8 6/4 RW 
Chetee (C0) Bbw cco ciccics $86.50 Secats 
Commons, S82 or 4S 
Colo- Ster- Stand- 
nial ling ard 
No. 1 No. 2 No. 3 
Ss 8 BRE .ckacs $62.00 $58.10 $51.00 
eo a.) ee 89.50 63.70 51.00 





Western Pine Summary 


The Western Pine Association reports as 
follows on operation of identical Inland Em- 
pire and California mills during the week 
ended Jan. 9: 


Report of an Average of 94 Mills: 
Jan. 9,1943 Jan. 10, 1942 


Production aetna 54,866,000 49,381,000 
Shipments cree 63,125,000 74,158,000 
Orders received.. 58,842,000 82,406,000 


Report of 94 Identical Mills: 
F Jan. 9,1943 Jan. 10, 1942 
Unfilled orders.. 393,363,000 344,491,000 
Gross stocks .... 855,120,000 1,219,216,000 
Report of 94 Identical Mills: 
--Total for Year to Date~ 
1943 942 


1 
Production beseiaes 54,866,000 49,381,000 
Shipment ....... 63,125.000 74,158,000 
|, ie 58,842,000 82,406,000 





Maple Flooring 


Northern maple flooring mills report the 
following average prices realized f.o.b. 
flooring mill basis, during the week ended 
Jan. 16: 

First 
Siacaneleces $86.06 


Second 
$81.67 


Third 
$67.57 


Southern Hardwoods 


Following are ranges of f.o.b. mill 
prices on rough, air dried southern hard- 
woods, from reports of sales made dur- 
ing the week ended Jan. 13: 


Quartered Red Gum Plain Tupelo 
FAS— 
FAS— 
ie 93.00 Baa. 50.00 
Plain Red Gum eer 52.00 
FAS— No. 1 & Sel.— 
— ee 92.50 § 4-4 ..... 40.00 
No. 1 & Sel.— eS ere 42.00 
eee 47.50 No. 2 Com.— 
_ ee 26.00 
Peewee Sap Gum a 28.00 
4-4 60.50 Plain White Oak 
5-4 65.50 
SS 67.50 FAS— 
eer 70.50 4-4 ..75.00 @75.50 
No. 1 & Sel.— 6-4 j 100.00 
ee 46.50 = ae 115.00 
5-4. 53.50 10-4 130.00 
are 54.50 Ne. 1 & Ge— 
8-4 .....55.00@55.50 | 4-4 |... .42.00@ 42.50 
6-4 ees 50.00 
Plain Sap Gum 57.00 
FAS— NT caisao 07. 
a 56.50 | 10-4 67.00 
<i ew — Plain Red Oak 
a ee 42.50 FAS— 
5-4 .....47.00@47.50 Ff 4.4 60.00 
No. 2 Com.— cA 70.00 
€-4 22.00 26.50 | 6-4 75.00 
6-4 .. 27.50 | 8-4 ..... 85.00 
Quartered Black No. 1 & Sel.— 
Gum 4-4 .....38.00@40.50 
FAS— SS aaa 45.00 
"SSS 53.50 | 6-4 48.00 
ee 62.50 | 8-4 53.00 
No. 1 & Sel.— 
O-@ sivas 52.50 Cypress 
FAS— 
sa Black Gum 4-4 75.00 
= aoe 50.50 Selects— 
No. 2 Com.— ~ a 60.00 
a 26.50 | Shop— 
Willow SS eS - 37.00 @ 42.00 
No. 1 & Sel.— -s renee raped 
eee 41.00 ce eens oe . 
i No. 2 Com.— 
Mixed Hardwoods ; waetinn ye 
Dunnage— 5- 4. 
SS Saree 14.25 6-4 35.00 








Southern Pine Statistics 


Following is a summary of reports from 
southern pine mills for the week ended 
Jan. 9: 

Number of mills, 104; Unitst, 89 
Three-year average production* 28,179,000 


Actual production ..... scree 21,498,000 
ee Pe eer rae ie 22,631,000 
OPGGES FOCEIVOE 6.6 <.6ccsccé cence 20,949,000 


Number of mills, 104 


On Jan. 9, 1943 
oe a eres 137,998,000 
op ee erro rer ee ee 55,180,000 
*Oct. 30, 1939, to Oct. 31, 1942. 
+Unit is 316,000 feet of “3-year average” 
production. 





National Production, Shipments, and Orders 


Following is the National Lumber Manufacturers’ Association’s report for the week ended 
Jan. 9, covering mills whose statistics for both 1943 and 1942 are available, and percentage 
comparisons with statistics of identical mills for the corresponding period of 1942: 


Av. No. 


ide Peeteen Ga. =o ten Ord one 
; Mills roduction en ipments’ cent rders cent 
SOFTWOODS: Rpteg. 1942 of 1942 1943 of 1942 1943 of 1942 
Southern eee 99 21,057,000 s 22,403,000 S4 20,700,000 68 
West Coast....... 143 87,121,000 8S 83,177,000 87 78,926,000 75 
Western Pine.... 94 54,866,000 111 63,125,000 835 58,842,000 71 
California 
Redwood ...... 11 8,564,000 99 10,577,000 120 8,748,000 81 
Southern Cypress. 8 1,023,000 72 1,819,000 119 1,504,000 108 
Northern Pine.... 6 545,000 39 1,520,000 84 2,165,000 127 
Northern Hemlock 13 1,156,000 139 1,269,000 165 1,089,000 82 
HARDWOODS: 
Southern 
Hardwoods +79 7,439,000 97 9,115,000 119 6,076,000 74 
Northern 2,663,000 107 2,152,000 79 
Hardwoods 13 2,531,000 82 
FLOORING: 
J 3a Tae 65 3,447,000 37 2,716,000 33 3,871,000 43 
TUnits. 
JANUARY 23, 1943 


Makes Lasting 
Friends 





REMODELING 


with Hard Maple floors 
makes stores like new 


There are opportunities for Maple 
Flooring Jobs! 


War industry projects, factory 
rehabilitation, farm buildings, de- 
fense housing, and other require- 
ments—improving and remodel- 
ing—emphasize Hard Maple’s ad- 
vantages—beauty, low upkeep, 
sanitation, and long life. North- 
ern Hard Maple offers the best 
value in flooring—and its range 
of a fits every flooring 
need: 


Popular 25/32” x 1%” to 314” face 
widths—for homes, schools, com- 
mercial, industrial and recrea- 
tional buildings. 

For laying over old floors—%*” 
and %” in face widths 1%”, 2” 
and 2%”—ideal for home im- 
provement and repair. 

Heavy duty—33/32”, 41/32”, and 
53/32”,in 2”,2%”,and 3%” widths 
—unequaled for floors subjected 


to unusual strain and heavy 
traffic. 
Insist on MFMA Hard Maple. 


Write for Grading Rules and in- 
formation on finishes—natural or 
color. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 


1795 McCormick Building, Chicago, IMinols 








THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Millis and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 
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=GREGG 
Secttonal Kitchen alrtvoth 
[ee 











B-B D Case 2-0 F.0.B. 
Ss Sense Gereer Cabinet 3-8 $14. 19 Nashua 


Individually packaged. Total weight 94 Ibs. 


Ultra-smart is the combination of the 
Square Corner Cabinet. for either right or 
left-hand corners, and Drawer Case. on | 
assembled at factory and easy to install. 
Made of toxic treated pine. (Price does 
not include splash board, counter. finish- 
ing ends and hardware). 

Sold only through recognized deal- 
ers. To avoid credit delay, send check 
less 2%. 


Catalog on request 


GREGG & SON 


NASHUA, NEW HAMPSHIRE 














SAVES FUEL 


Sells on sight to home owners, 
stores, offices, schools, industrial 
plants. Everybody wants to cooper- 


ate with Uncle Sam in saving fuel. 


A soot-free heating plant warms 
house more quickly. Don’t delay. 
Act today. Offer your customers 


Fire Chief Brick (Form) 
SOOT DESTROYER 


Repeat seller. Fast turnover. Up to 
50% profit. For furnace, fireplace or 
flues. For coal or oil burners with 
direct chimney connection. Safe. 
Merely throw a brick on the fire. 
No fuss. No muss. Prevents chim- 
ney fires. If your local dealer does 
not handle this product, have him 
contact us for a supply. 


Try lt—See for yourself 
Send today for information. (En- 
close 25c for sample.) Immediate 
shipment. Minimum order half gross. 
The big selling season is just ahead. 


Pittsburgh Soot Destroyer Co. 


739 Gulf Building Pittsburgh, Pa. 
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Prats trom Our Postbox 


Where the Reader is the Writer 





Salvage 
Gentlemen : 

I have read with considerable interest your 
articles on the Lumber Salvage Campaign. 

There has been considerable discussion of 
the possibility of salvaging lumber and wood 
containers. The job is a big one and no 
agency in Washington is set up to handle it. 
It would involve the building up of a large 
force and it is questionable whether such an 
expansion of government activities is justi 
fied in view of the fact that much of the 
salvaged lumber would not be directly usable 
by the armed forces. It is also the opinion 
of a number of us that the industry can do 
the job well and efficiently with only minor 
assistance from the government. I, there- 
fore, heartily indorse your proposed plan. 

We have contacted the Army, Navy, and 
the Marine Corp. They have all issued di- 
rectives to the effect that every reasonable 
effort be made to salvage reusable lumber. 
They have cooperated with us by investigat- 
ing all reports of violators of their direc- 
tives. 

The principal obstacle we have found to 
the salvaging of lumber has been the diff- 
culty of finding a responsible party who 
would contract for waste and market it. A 
number of defense plants report that they 
have failed to receive a single bid in re- 
sponse to their advertisements. Local lumber 
dealers are the logical people for that job. 

R. P. A. JoHNSON 
Wood Consultant 
War Production Board 
Washington D. C. 


Job for Retailers 
Gentlemen: 


It has recently been impressed upon us in 
our correspondence with the Southern Pine 
Manufacturers that we need not expect them 
to be interested in 4” flooring and various 
patterns of 6” car siding until some read- 
justment of prices has been made to over- 
come the serious discrepancy between “C” 
and B&Btr Finish F.O.B. Mill prices from 
these same widths run to pattern. For in- 
stance F.O.B. mill value on B&Btr F.G. 
Flooring is $52. “C” F.G. Flooring $49, 4” 
3&Btr Finish on the other hand is worth $60 
Mill and 4” “C” Finish is worth $54 Mill, a 
spread of $8.00 a thousand on this item if 
worked for B&Btr Flooring, and $5.00 a 
thousand against working the same item in 
the “C” grade. 6” D/S pattern 106, and the 
car siding pattern No. 116 you will find the 
differential even greater than on flooring, 
namely $9 and $6 respectively on B&Btr and 
“C” grades. 

A Farmer cannot take care of food pro- 
duction unless he can take care of needed 
repairs in farm buildings, Granaries, Corn 
Cribs, Barns, Sheds, Feed Bunks, etc. The 
manufacturer tells us that it is not their 
place to register complaint with the Office of 
Price Administration. He thinks it is a job 
the retail lumberman should do. The AmeEr- 





ICAN LUMBERMAN of Chicago is one of the 
best mediums for calling this to the attention 
of the retail lumber dealers. We solicit your 
cooperation. 

H. U. Dartinc, President. 
Arkansas Valley Lumber Co. 


Record Breaker 
Gentlemen : 

Incidentally we loaded last month our 
“prize” shipment, which consisted of 51,979 
feet of Airplane Poplar. We consider this 





quantity of lumber shipped in one box car 


(see photo) 
shoot at. 


to be a mark for anyone to 


W. W. CrousHorn, 
Secretary-Treasurer. 
Carr Lumber Co. 
Pisgah Forest, N. C. 
Start shooting. Can anyone top this 
prize Carr Shipment?—Editor. 


Greetings 
Gentlemen : 

Enclosed find $3 for my subscription re- 
newal. I would be lost without your valu- 
able magazine. 

Having been some years ago with Lord 
& Bushnell of your city and afterwards yard 
foreman for Sator Bros., J. Bacon, Inc., 
Lumber and Millwork, also of your city, I 
have many friends in the lumber industry 
in Chicago. Please greet them for me and 
tell them I am now with the G. M. Stewart 
Lumber Co., Minneapolis, Minn. 

HERMAN Rizzi 
2630 29th Ave. South 
Minneapolis, Minn. 


Dept. of Lamentations 
Dear Sir: 

.. . When I saw the heading of my article 
(see AMERICAN LUMBERMAN issue of Dec. 
26), naming me as “President” of ABC, I 
was astounded. How did that get in there? 
Will I ever hear the last of that one? I hope 
you'll make proper correction in your next 
issue, for I am just a field manager in charge 
of developing business in my territory. Mr. 
Weyerhaeuser is still president. 

WALLACE S. REMINGTON 
Allied Building Credits, Inc. 
Indianapolis, Ind. 

@ We hasten to make due apology for 
our inadvertent and unauthorized promo- 
tion of Mr. Remington to the presidency 
of Allied Building Credits, Inc. We can 
understand Mr. Remington’s embarrass- 
ment, and we regret being the cause of 
it.—Ed. 
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In Active Service 


N. A. and Grant Thompson, formerly 
associated with their father, T. O. 
Thompson in the operation of the Thomp- 
son Lumber Co. at Bell Gardens, Calif., 
have joined the armed forces. Grant is 
stationed with the Army film division in 
Florida and his brother with the Naval 
Air Corps at Lone Pine, Calif. 


John Williams Evans, son of R. F. 
Evans, owner of the Mississippi Lumber 
Co., Vicksburg, Miss., is a second lieu- 
tenant in the Marine Corps. 


Axel H. Oxholm, former managing di- 
rector of Pacific Forest Industries, Inc., 
with headquarters in Tacoma, Wash., has 
been promoted from major to lieutenant 
colonel in the United States Army. The 
promotion was effective Jan. 1. Lieut. 
Col. Oxholm is stationed in Washington, 
D. C., where he is serving with the pro- 
duction branch of the United States 
Army. He is a veteran of the first World 
War. 


George Loveday, son of Richard Love- 
day of the Loveday Lumber Co., Los An- 
geles, has moved straight from gradua- 
tion at Pomona College, Claremont, 
Calif., to the Officers’ Training Camp, 
Marine Base, Parris Island, S. C. 


J. E. Stodghill, owner of the Peoples 
Lumber Co., Rayville, La., has two sons 
in the armed services. Lieut. William E. 
Stodghill is in the Air Corps and was last 
heard from in England, while Ensign J. 
E. Stodghill is in the Navy, being sta- 
tioned at Tucson, Ariz. 

T. J. Pearce, owner of the T. J. Pearce 
Lumber Co., Ruston, La., has two sons 
in the armed service. Reeves Pearce is 
in the officers class at Marine headquar- 
ters, Quantico, Va. T. J. Pearce, Jr., is 
an Ensign in the Navy, being assigned to 
a mine sweeper off the California coast. 


W. D. Donahue, claim adjuster in the 
Providence, R. I., office of Lumbermen’s 
Mutual Casualty Co., has received a Lieu- 
tenant (j.g.) commission in the Navy. To 
date, the affiliated Kemper Companies 
boast of 370 men in service. 


Lumbermen now in service who were 
recent visitors to Los Angeles on fur- 
lough included Lieut. Com. H. N. Ander- 
son of Portland, Ore., formerly with the 
Twin Harbor Lumber Co. of Aberdeen, 
Wash.; and Lieut. E. L. Reitz of Oakland, 
formerly with the E. L. Reitz Co. of Los 
Angeles. 


Lieut. Col. Frederick F. Sullivan, of the 
65th Regiment, New York Guard, presi- 
dent of T. Sullivan & Co., Inc., lumber 
dealers, Buffalo, has been commissioned 
a captain in the Corps of Military Pelice 
and has left for training at Fort Custer, 
Mich. Before his departure he was the 
guest of twenty members of the Buffalo 
Lumber Exchange at a venison dinner 
and also at a farewell dinner and review 
at the 65th Regiment Armory. A World 
War veteran, he served for a year in 
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France, becoming a captain in March, 
1919. He has two sons in the armed 
forces, John T. Sullivan, an aviation cadet 
at Maxwell Field, Ala., and Frederick C. 
Sullivan, who early this month was com- 
missioned a Navy ensign. 


Lieut. Albert H. Chestnut, son of the 
late Albert J. Chestnut, for years in the 
wholesale lumber trade in Buffalo, is re- 
ported a prisoner in the Philippines. He 
was wounded Dec. 8, 1941, when the Japs 
attacked Clark Field. In a letter sent 
Feb. 19 and received by his mother on 
Aug. 9, he made light of his wounds. He 
was in a Manila hospital and subsequently 
evacuated. 


John Bergstrom, son of C. A. Berg- 
strom, Los Angeles lumberman, has joined 
the Merchant Marine and is in training at 
San Mateo, Calif. He was formerly con- 
nected with the Long-Bell Lumber Co. at 
Longview, Wash. 


Personal Items 


R. B. Putman of American Lumber & 
Treating Co., Chicago, has advised that in 
order to facilitate handling of Government 
orders through its treating plants, Henry 
Garnjobst, Jr., for the past year manager 
of the news bureau, has been assigned to 
the company’s Washington office. While 
Mr. Garnjobst is occupied with his new 
work, Miss Hazel Gohn will manage the 
news bureau. 


A. G. Paul, Jr., who has been assistant 
manager and resident sales manager of 
the Shevlin-Hixon Co., at Bend, Ore., has 
been named U. S. Naval Reserve lieu- 
tenant and has reported for duty in the 
East, it is announced by General Manager 
L. O. Taylor of the Shevlin Pine Sales 
Co., Minneapolis. C. H. Shevlin, vice- 
president of the sales company for several 
years, with offices in Minneapolis, left his 
position Jan. 1 for Bend, Ore., to take over 
duties as assistant manager of the Shev- 
lin-Hixon Co. W. C. Morley, sales rep- 
resentative of the Minneapolis district of- 
fice, tendered his resignation, effective 
Dec. 31. 


On Jan. 8 the San Pedro Lumber Co., 
Los Angeles, celebrated its 60th anni- 
versary. The company was founded in 
1883 by four brothers from central Cali- 
fornia—John A., George, F. P., and C. A. 
Hooper. The earliest yard was established 
at Compton, Calif., ten miles south of 
Los Angeles, in the fall of 1883, and 
others followed in a rapidly expanding 
chain. Albert B. McKee, Jr., has been 
general manager of the firm since 1937, 
at which time he succeeded to the post 
relinquished by T. L. Ely who had been 
associated with the company since 1898. 


John V. Quinlan, Soperton Lumber Co., 
Soperton, Wis., and identified with the 
lumber business for 35 years, has resigned 
from that firm to accept a position as 
senior log and lumber specialist for the 
State and nearby lumber producing sec- 
tions, with headquarters in the WPB of- 
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fice at Wausau, Wis. He will plan a 
program to assist loggers and sawmill 
men in their problems and find ways and 
means of increasing lumber production 
from the woods into pile. 


M. R. Rood, who has been active in the 
lumber business at San Diego, Calif., for 
the past several years, has closed out his 
southern California holdings and has re- 
turned to Benton Harbor, Mich., where he 
is reported to be negotiating for the pur- 
chase of the Dachel-Carter Shipbuilding 
Corp. 

The Davenport Peters Co., wholesalers 
at Boston, Mass., for 132 years, has just 
opened a branch office in the Grand Cen- 
tral Terminal in New York, with Philip 
Gruber in charge, who for the past 25 
years has been active in wholesale lumber 
distribution in the New York metropoli- 
tan area. 

Directors of Mengel Co., Louisville, 
Ky., yesterday elected Irving Horine vice 
president in charge of manufacturing of 
plywood and lumber operations. Mr. 
Horine formerly was chief engineer and 
manager of the “flexwood” division. 


Fred B. Trenk, extension forester for 
the University of Wisconsin, has been 
making a survey of black walnut resources 
in southern Wisconsin, to obtain data on 
available supplies of this wood for the war 
department, and in order to tell farmers 
what prices they may expect for the 
wood to avoid victimizing by buyers. The 
wood is being sought for rifle stocks; the 
wood left over from that required for the 
stocks will be sliced for furniture veneers. 


Walter S. Sims, long-time Memphis, 
Tenn., lumberman, has been named lum- 
ber advisor to the War Production 
Board’s Memphis (district) office. His 
job will be to assist sawmills in solving 
their labor and materials problems. 


George H. McGregor, who recently re- 
signed as superintendent of the Weyer- 
haeuser Timber Co. pulp division at 
Longview, Wash., has been appointed a 
senior chemical engineer in the pulp and 
paper division of the United States For- 
est Products Laboratory at Madison, 
Wis. 

E. G. Griggs, II, of Tacoma, Wash., 
president of the St. Paul & Tacoma Lum- 
ber Co., has been notified of his election 
to the board of directors of the National 
Association of Manufacturers. 


The engagement is announced of Miss 
Lora Elizabeth Erhard, daughter of Mr. 
and Mrs. William L. Erhard of Gardner, 
Mass., to Harry Foster Crouss of Boston. 
Her father had long been associated with 
hardwood operations in Pennsylvania and 
New England, but for the past ten years 
has served as lumber purchasing agent 
for Haywood Bros. & Wakefield Co. at 
Gardner, Mass. 

Eugene Woods, Memphis, Tenn., hard- 
wood lumber manufacturer, has contrib- 
uted $100,000 to the establishment of a 
Baptist orphanage in that city. Mr. 
Woods is president of the Woods Lum- 
ber Co. 

Robert Hubbard Foard, owner and 
manager of Appalachian Veneer Co., 
Murphy, N. C., has been appointed to the 





War Production Board as a consultant in 
hardwood veneers. He is one of ten such 
consultants named from all sections of 
the nation. His specific duties will in- 
clude monthly trips to Washington, D. C., 
and conferences on the adaptation of ve- 
neers to war purposes and the gearing of 
veneer factories to war production. 


Gus N. Arneson, for the last six years 
chief of the Douglas Fir Plywood Asso- 
ciation’s research program, with head- 
quarters in Tacoma, Wash., has resigned 
that position to become principal technol- 
ogist at the United States Forest Products 
Laboratory at Madison, Wis. 


January 30 has been chosen as the date 
for the marriage of Miss Ruth Joy 
Mathes to James Francis Gerrity II, en- 
sign USNR, son of Mr. and Mrs. Joe 
Warren Gerrity of Newton and Boston, 
Mass. The father of the prospective 
groom is head of the J. F. Gerrity Co., 
lumber wholesalers at Boston. 

Kenneth E. Moore, formerly assistant 
advertising manager of The Flintkote Co., 
has been promoted to the position of ad- 
vertising manager. He has been actively 
engaged in the field of building material 
advertising for many years and has been 
associated with Flintkote for the past five 
years. E. P. McIntyre, formerly associ- 
ated with Williams Illustrating Co., New 
York, has joined the Flintkote advertising 
staff as copywriter. 

Burglars broke into the Reis Lumber 
Co. yards at Belleville, Ill., recently and 
escaped with only twelve cigars from the 
desk of President J. B. Reis, after causing 
$500 damage. 

Percy V. Burke, Sacramento Box & 
Lumber Co., Sacramento, Calif., has been 
appointed a member of a regionwide in- 
dustrial committee of the Sacramento 
Valley Council, California State Chamber 
of Commerce, which will plan for the 
solution of problems affecting industry 
and for increased industrial expansion in 
the post-war period. 

Charles J. Williams, president of the 
Moore Dry Kiln Co., Jacksonville, Fla., 
has been named chairman of the 1943 
local war relief and roll call campaign of 
the American Red Cross. Mr. Williams 
has already begun planning the drive. 

Wat Arnold, a lumberman of Kirksville, 
Mo., who was elected a member of the 
National House of Congress, was sworn 
in as a member of Congress in Washing- 
ton, D. C., Jan. 4. 


Mr. and Mrs, L. M. Bullen of Tacoma, 
Wash., have announced the engagement 
of their daughter, Miss Jean Marr Bullen, 
to Ensign Standley E. McGough of the 
United States Naval Air Corps. Mr. 
Bullen is district sales manager of the 
Weyerhaeuser Sales Co. 


Canada's Timber Head Resigns 


Allan S. Nicholson, associate timber con- 
troller for Canada, who occupied the posi- 
tion of timber controller from 1941 until 
November, 1942, and associate timber con- 
troller from then until the present, has an- 
nounced his resignation. Mr. Nicholson 1s 
returning to his business activities. The con- 
troller who succeeded him in November 1s 
Allan H. Williamson, who is also rubber 
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controller. Allan S. Nicholson is vice-presi- 
dent of the Crow’s Nest Pass Lumber Co. 
of British Columbia, president of A. S. Nich- 
olson & Son, Burlington, and senior partner 
of the Toronto firm of Nicholson & Cates, 
wholesale lumber dealers. 

The present timber controller has recently 
set up a new committee known as the Eastern 
Canadian Advisory Committee of the Timber 
Control. The new committee does not take 
the place, or affect in any way the opera- 
tion, of the various standing advisory com- 
mittees for lumber manufacturers, lumber 
wholesalers, and lumber retailers, in numer- 
ous districts right across Canada, which have 
been giving great assistance to the timber 
control in connection with setting up of price 
ceilings and the preparation and carrying out 
of various timber control orders. All of these 
committees continue to function in their usual 
manner. 








Offiicial Photograph, Army Air Force by Base Photo Section, 
Bowman Field, Ky. 


Angus D. MacLean, president of Wood-Mosaic 

Co., Louisville, Ky., accepting the coveted 

Army-Navy E pennant from Major J. N. Lyle, 

office of the Chief of Ordnance, Washington, 

D. C., at ceremonies at the plant attended by 

hundreds of employes, visitors, and represen- 
tatives of the Army and Navy. 





Makes Personnel Changes 


P. F. Watzek, general manager of Crossett 
Lumber Co., Crossett, Ark., has announced 
the promotion of William C. Norman from 
assistant to the general manager of the 
Crossett Arkansas Companies to assistant 
general manager. Mr. Norman was born 
and reared in Crossett, and graduated with 
a bachelor of science degree in business ad- 
ministration from Washington and Lee Uni- 
versity, Lexington, Va. 

L. R. Wilcoxon, manager of the raw mate- 
rials division, has retired after more than 
forty years of loyal and conscientious service 
to Crossett, during which time he advanced 
from the bottom to the top of the organiza- 
tion. He will be succeeded as manager of 
the raw materials division by N. P. Worth- 
ington, who has been his assistant for two 
years, 

Mr. Worthington is a graduate of the 
University of Washington and of Yale Uni- 
versity School of Forestry. His experience 
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in the forestry and forest products produc- 
tion organization of the Crossett organization 
well qualify him to fulfill his new duties, 
which include those incident to the handling 
of forest lands, production of all raw mate- 
rials both inside the Crossett area and out- 
side, and supervision of the logging railroad. 


Forms New Wholesale Company 


C. B. Methvin with his father, W. F. 
Methvin, and his mother, Mrs. Eva Methvin, 
who were associated with the Pine Plume 
Lumber Co. for a number of years, have 
organized the Methvin Lumber Co., with 
offices in the Marietta Street Building, At- 
lanta, Ga. 

C. B. Methvin is managing partner of the 
new company. W. F. Methvin, who was 
interested in the Pine Plume Lumber Co. 
for over thirty years, will not be active in 
the new company, at least temporarily, owing 
to ill health. C. B. Methvin was connected 
with the Pine Plume Lumber Co. for the 
past twelve years, both in the Atlanta office 
and the Montgomery office, as well as in 
Miami, Fla. 

The Methvin Lumber Co. will occupy the 
same offices in Atlanta, Ga., that were for- 
merly operated by Pine Plume Lumber Co., 
where W. F. Methvin was in charge for the 
past fifteen years. The Methvin Lumber 
Co. handles and sells all types of lumber— 
Southern, Northern, and West Coast prod- 
ucts. 


Change Name 


Johnson-Battle Lumber Co., Moultrie, Ga., 
has advised through its manager, J. S. John- 
son, that hereafter the firm will be known 
as Johnson Lumber Co. Having been in 
business in Moultrie since July 1, 1912, the 
company recently surrendered its corpora- 
tion charter and found it advisable to change 
its name. This change will in no way affect 
the financial standing of the company, which 
is a partnership composed of J. S. Johnson, 
who is manager and treasurer; J. Selman 
Johnson, at present an officer in the Army, 
and Mrs. Marion B. Johnson, silent partner. 


New Chief Forester 


Lyle F. Watts, a forester of broad experi- 
ence, has been appointed chief forester of the 
United States. Mr. Watts has been with the 
Forest Service for thirty years. In felicitat- 
ing the new Chief Forester, Dr. Wilson 
Compton, secretary-manager of National 
Lumber Manufacturers’ Association, Wash- 
ington, D. C., extended to him assurances 


‘ of co-operation in mutual efforts towards 


the advancement and betterment of our for- 
est land management, both public and private. 


New Company Buys Old One 


The Indiana Farm Bureau Co-operative 
Association, Inc., of Indianapolis, Ind., has 
purchased the Peers & McGlone Lumber Co. 
at Pine Bluff, Ark., and has formed a new 
subsidiary corporation, the Farm Bureau 
Lumber Corp., to operate it. L. H. Hull 
of Indianapolis will be president of the new 
corporation; E. J. Fricke, vice president and 
general manager, and A. L. Miller, who had 
been sales manager for the Peers & McGlone 
company for the last fifteen years, will be 
manager. J. B. Peers and E. B. McGlone, 
Pine Bluff lumbermen since 1921, are re- 
taining their farming interests and timber- 








We Are Now in position to furnish 


“Victory” Grade 
Oak Flooring 


in addition to regular length oak 
flooring, also 4/4 oak dimen- 
sion, either finished or semi- 
finished. Also solicit commer- 
cial kiln drying. 







OAAK 
DIXIE BRAND 


/ CERTIFIECO 


W. R. Wrape Stave Co. 


Pest Office Box 162 
Little Rock, Arkansas 











Sep fafa 


LINDSEY ~ se. 


Self-Loading is Bain 
Skidders 


are used with 
either team or 
tractor. On 
short hauls. 
snaking, and 
bunching logs, 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 
Laurel, - Miss. 


ENGLE & WORTH 
Lumber C 


McMinnville, Oregon 
Manufacturers of 


West Coast Forest Products 














Change Your Saws to Simonds 


inserted tooth Cut more lumber at le 


D etpense, an saw trouble Saw returned 2nd day a* 


anew one, at about '. the cost of new SAVE a 2°; 


and trimmer saws 


J. H. MINER SAW MFG. CO., Meridian. Miss 


edger sawa, also on solid 


DYKE BROS. 


Mfrs. and Jobbers of Building Materials 


Little Rock, Ark. Dallas, Texas 

Fort i Texarkana. U. S. A. 
Oklahoma . Okla. Memphis, Tenn. 
Kansas City. Mo. Chattanooga. Tenn. 
Joplin. Mo. New Orleans. La. 


. La. Birmingham. Ala. 
Houston. Texas 


eee 
51 











but selling timber cutting rights on 


lands, 
their properties to the new corporation. 


The Indiana Farm Bureau Co-operative 
Association serves approximately 150,000 
farmer stockholders and this is its first ven- 
ture into the lumber The associa- 
tion has been the largest individual pur- 
chaser of lumber from Peers & McGlone 
for the past five years. The present output 
of the mill will supply only about half of 
the need, Mr. Fricke said. 
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Acquire Partners’ Interests 


W. J. Yost of the Pine Plume Lumber 
Co., with headquarters in the Bell Building, 
Montgomery, Ala., and his wife, Mrs. Eva 
F. Yost, have acquired the interests of other 
partners in the company and the business 
will now be carried on under the same name 
by Mr. and Mrs. W. J. Yost. 

The Pine Plume Lumber Co. is now in 
its 44th year of service to lumber buyers, 
being established in 1899. 

The partnership which was _ terminated 
Dec. 31, 1942, was formed 31 years ago. 
The principal partners in the old partnership 
were W. J. Yost and W. F. Methvin. In 
announcing the dissolution of the old partner- 
ship Mr. Yost said, “We seriously doubt 
that there ever was an association of two 
men in business that was more harmonious 
and satisfactory and pleasant. It was really 
difficult for us to bring about the separation 
but for practical reasons and changing times 
it was felt that it was best to do.” 

The Pine Plume Lumber Co. deals in air 
dried and kiln dried pine, hardwoods and 
cypress lumber and oak flooring, specializing 
in kiln dried poplar, having complete planing 
mill facilities and modern fan type cross cir- 
culating dry kilns. 


Business Changes 


ARKANSAS. De Valls Bluff—S. B. Pfef- 
fer Lumber Co. succeeded by J. C. Dobbs. 

Pine Bluff—Peers & McGlone succeeded 
by Farm Bureau Lumber Corp. 

CALIFORNIA. Lodi—Valley Lumber Co. 
of Lodi purchased by Robert S. Fuller, 
who will operate a retail lumber business 
under the assumed name of Valley Lum- 
ber Co. of Lodi. George L. Meissner, pres- 
ident and manager of the former Valley 
Lumber Co. of Lodi, is retiring from the 
retail lumber business, and the corpora- 
tion which he organized 32 years ago is 
being dissolved. Mr. Fuller had been as- 
sociated with this firm for the past ten 
years. 

Philo—Indian Creek Lumber Co. 
ceeded by Jonas & Body. 

COLORADO. Walsenburg—Wayt Lumber 


suc- 


Co. lumber and hardware stocks pur- 
chased by Pritchard Lumber Co. 
GEORGIA. Brunswick — Hayes__ Bros. 


Cabinet Shop 
Millwork Co. 
Haddock —Smith-Williams Lumber Co. 
succeeded by W. B. Williams & Son, Inc. 
IOWA. Des Moines—Highland Park Lum- 
ber Co. succeeded by Keefner Concrete & 
Lumber Co. 
NORTH DAKOTA. Fargo—Cullen Lum- 
ber Co. succeeded by Crane-Johnson Co. 
OREGON. Portland—Oregon Door Co. 
changed name to Oregon Woodwork, Ltd. 
TEXAS. Houston— Robert E. Anglin 
changed name to Bob’s Lumber Co. 
Pampa—John E. Hill Lumber Co. 
ceeded by Monarch Lumber Co. 
CANADA. BRITISH COLUMBIA. Ke- 
lowna—-Kelowna Sawmills Ltd. purchased 
by S. M. Simpson Ltd. 


succeeded by Brunswick 


suc- 


Casualties 


LOUISIANA. Shreveport —Chidlow Box. 


& Crate Co. had approximately a half mil- 
lion feet of pine and gum lumber stock 
destroyed by fire, with loss estimated at 
$20,000. Factory was saved. 

MISSOURI. Kansas City — Logan-Moore 
Lumber Co. had major part of yards and 
two adjoining buildings destroyed by fire, 
with total loss estimated at $95,000. 

NEW HAMPSHIRE. Laconia — Cook’s 
Lumber Co. had box shop, the drier, and 
the sawmill destroyed by fire, with loss 
estimated at $75,000, partially covered by 
insurance. Office was saved. War Pro- 
duction Board at Boston, Mass., has prom- 





ised highest priorities in securing ma- 
chinery and materials for rebuilding. 

WISCONSIN. Suring — Muehl-Ehlinger 
Lumber Co. sawmill and lumber yard de- 
stroyed by fire, with loss estimated at 
$16,000, covered by insurance. Some lum- 
ber in the yards was saved. 





Incorporations 
OHIO. Youngstown Steel City Storm 
Sash Co. incorporated by Harry Deutche, 


Ben Swartz, 
make and 
windows. 

CANADA. BRITISH COLUMBIA. Van- 
couver—Black Logging Co. Ltd., 850 West 
Hastings St.; $50,000. Will engage in 
business as logging owners and opera- 
tors. 


and Murray 
sell wooden 


A. Nadler will 
storm doors and 





New Mills and Equipment 

NEW YORK. Livingston Manor—Terra- 
nova Lumber Co. has started sawmill op- 
erations here, 

PENNSYLVANIA. Pittsburgh—H. J. 
Heinz Co., food manufacturer, has con- 
verted one of its plants to manufacturing 
plywood parts for airplanes and gliders. 


Obituaries 


ROBERT AULD, SR., 
tablish the 
Alliance, 


88, who helped es- 
Alliance Builders Supply Co., 
Ohio, died Dec. 21. 





ARTHUR GERRISH CUMMER, 69, pres- 
ident of Cummer Sons Cypress Co. with 
mills at Lacooche and Otter Creek, Fla., 
and long prominent in Florida and na- 
tional lumber industry eircles, died Jan. 
2 at his home in Jacksonville, Fla., after 
a long illness. Mr. Cummer was a mem- 
ber of a family active in the lumber in- 
dustry for several generations and was a 
native of Michigan. He located in Jack- 
sonville in 1896. Mr. Cummer also was 
interested in crate and container mills 
and was associated with many other busi- 
ness enterprises in Jacksonville. He was 
recognized for his: business leadership and 
his generous support of philanthropic ac- 
tivities and for his interest in civic af- 
fairs of importance to the community and 
the State. His keen insight into the af- 
fairs of the lumber industry, to which he 
devoted his business life, was such that 
his counsel was much sought after and 
appreciated in the various lumbermen’s 
organizations. For many years he was a 
leading figure in the affairs of the South- 
ern Cypress Manufacturers’ Association. 
He is survived by his widow, a sister, a 
niece, and three nephews. 


MRS. GRACE COLLINS, who had served 
the Lumbermen’s Association of Texas as 
secretary to its secretaries for eight 
years, died in a Houston hospital on Dec. 
24, after a long illness. Four sisters and 
two brothers survive. 


HIRAM AVRILL DAWLEY, 77, proprie- 
tor of H. A. Dawley Lumber Co., Rocky 
Ford, Colo., died at his home in that city 
on Dec. 5, from a heart attack. He is sur- 
vived by his widow and two sons. 


E. J. DECKER, 69, manager of the 
North Missouri Lumber Co., Hamilton, Mo., 
until his retirement last June because of 
ill health, died Dec. 13 in a hospital in 
Kansas- City, where he had been a pa- 
tient for several weeks. He is survived 
by his widow and a son. 





JOHN DOWER, 78, prominent Pacific 
Northwest lumberman, died Jan. 13 in @ 
Tacoma, Wash., hospital following an ill- 
ness of several weeks. He was born in 
Michigan and when five went with his 
folks to Wadena, Minn., where. .he was 
elected county clerk at the age of 22. 
After serving one term, he entered the 
lumber business and within a few years 
was the owner of 35 retail yards in that 
State. He moved to Tacoma in 1919 and 
the next year his firm obtained the retail 
yards of the St. Paul & Tacoma Lumber 
Co. which were operated under the name 
of the John Dower Lumber Co. Mr. Dower 
was president of the John Dower Lumber 
Co. until his death. Surviving are a son, 
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two daughters, four sisters, two brothers, 
and six grandchildren. 


T. B. DOWLING, 76, retired lumberman 
of Live Oak, Fla., was killed in an acci- 
dent there on Jan. 3. Besides his widow, 
survivors include a brother and a grand- 
son. 

CALVIN C. DUNLAP, 84, founder of the 
Cc. C. Dunlap Lumber Co. in which he was 
active until two months ago when a seri- 
ous heart ailment forced him to remain 
bedfast, died at his home in Delaware, 
Ohio, Jan. 3. He was active in civic and 
church affairs and was interested in farm- 
ing. A branch of the C. C. Dunlap Lum- 
ber Co. is located in Ashley, Ohio. Mr. 
Dunlap leaves 111 living descendants. His 
son, George A. Dunlap, who has been man- 
aging the company for many years, will 
carry on the lumber business as in the 
past. Another son, Joy, is also associated 
in the business. 


JOHN A. FLICK, 72, president of the 
Flick-Bollerer Lumber Co. and lumber 
dealer in Galion, Ohio, for forty years, died 
at his home there Jan. 4. He had been in 
failing health for several years. Sur- 
vivors include his widow, a daughter, and 
two sons. 

CHARLES B. GRANT, 63, proprietor of 
Grant Lumber Co., Fort Scott, Kan., died 
in a hospital in Kansas City, Mo., Dec. 26. 
His widow survives him. 


JAMES THOMAS HAMMOND, SR., 82, 
pioneer southeast Arkansas lumberman, 
died at his home in Lake Village, Ark., on 
Jan. 3 after a long illness. He is sur- 
vived by his widow, a son, three daugh- 
ters, and five grandchildren. 


CLAUDE L. HARDMAN, 65, secretary of 
the Hardman Lumber Co., died suddenly 
Dec. 18 at his home in Wakeeney, Kan. 
He had been in the lumber and grain busi- 
ness in Kansas and Colorado for forty 
years. His widow, a daughter, and four 
sons survive. 

LOUIS S. HOWELL, 77, pioneer lumber 
and fuel dealer of Sheldon, N. D., died 
Dec. 27 in a hospital in Fargo. 


THEOPHILE G. LASSEIGNE, 56, pro- 
prietor of Lasseigne’s Lumber Yard, 
Breaux Bridge, La., died unexpectedly at 
his home there on Jan. 1. His survivors 
include his widow, a son and two grand- 
children. 


SAMUEL LEROY McGAVIC, 97, who 
formed the §S. L. McGavic Lumber Co. in 
Ottumwa, Iowa, in 1876, died at his home 
there Dec. 29. He was connected with 
the McGavic company until the time of his 
death. A son, Hamilton S. McGavic, Ot- 
tumwa, two daughters, four grandchildren 
and five great-grandchildren survive. 


J. S. MEANS, 59, lumberman of Stewart, 
Miss., for 30 years, died Jan. 3.. He is sur- 
vived by his widow and a daughter. 


RAYMOND SIGLER PEARCE, 72, for 
the last twenty years vice president and 
treasurer of the Hudson Valley Lumber 
Co., Nanuet, N. Y., died Jan. 10 at his 
home in Upper Montclair, N. J. Surviving 
are his widow, a son, and a brother. 


JOSEPH TRIMBLE PETERS, prominent 
in the development of Oregon for the last 
64 years, died at his home in Portland, 
Dec. 10. The family moved to Portland 
thirty-two years ago. At that time Mr. 
Peters was president of the Bridal Veil 
Lumber Co. and was a director of the 
Hawley Pulp & Paper Co., Grants Pass 
Timber Co., Wind River Lumber Co., and 
Douglas Fir Lumber Co. He was actively 
engaged in the operation of his real estate 
and farm holdings at the time of his death. 
He is survived by his widow, four daugh- 
ters, and five grandchildren. 


LAWRENCE H. RODIBAUGH, 59, secre- 
tary-treasurer of the Garver Lumber Man- 
ufacturing Co., Cape Girardeau, Mo., died 
Dec. 31 at his home there, of a heart ail- 
ment. He is survived by his widow, a 
daughter, two grandchildren, two sisters, 
and a brother. 

EDWARD J. SCHROETER, 51, former 
president of the Teachout Lumber Co., 
Cleveland, Ohio, died Jan. 1 at his home 
in Cleveland Heights. Three years ago 
he was made president of the Huber 
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Manufacturing Co., Marion, Ohio, but con- 
tinued to live in Cleveland Heights. Sur- 
viving are his widow and six children. 


ALMONTA SMITH, 65, vice president 
and secretary of the Chapman & Dewey 
Lumber Co., died at his home in Memphis, 
Tenn., on Jan. 10 after an illness of sev- 
eral weeks. Mr. Smith had been associated 
with Chapman & Dewey Company for 40 
years. He was well-known throughout 
lumber circles in the South, at the time 
of his death being treasurer of the South- 
ern Hardwood Traffic Association and a 
member of the board of directors of 
Southern Hardwood Producers, Inc. He 
was a member and former official of the 
Lumbermen’s Club of Memphis. Mr. Smith 
is survived by his widow, a daughter, a 
brother, and two sisters. 


WILLIAM HENRY SMEDLEY, 88, until 
April chairman of the board and first vice 
president of the Pennsylvania Lumber- 
men’s Mutual Fire Insurance Co., died Dec. 
20 in a hospital, where he was taken the 
previous Tuesday, following a hip frac- 
ture. He was president of Smedley Bros. 
Co. Survivors include four nephews, two 
of whom are associated with Smedley 
Bros.; Robert L. Hilles as vice president 
and secretary, and Franklin S. Hilles as 
treasurer. 


JAMES H. WALKER, proprietor of the 
James H. Walker Lumber Co., Golconda, 
Ill., died of a heart attack on Christmas 
morning at his home there. He had suf- 
fered intermittent heart attacks for the 
past three years. Mr. Walker served in 
the Navy during World War I and was 
active in civic and fraternal activities. 
His widow and children survive. 


J. M. WESTALL, 81, of J. M. Westall & 
Co., Asheville, N. C., died Jan. 10 at his 
home there. Mr. Westall took an active 
part in politics for many years and 
worked for many election reforms. 
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Fir Wallboard Gav crc: products 
William Schuette Company 


New York 
Office--4 PITTSBURGH, PA. 
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Consulting Forester 


JAMES W. SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block 
& Established 1910 Port Arthur. Ontario 








SULLIVAN LUMBER CO. 
PORTLAND, OREGON 
varo stock F OE RR eczoRy 
SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 30 Years 





WRITE US! AIR MAIL ONE DAY EACH WAY! 




















For Sale: 3 cars 6/4 S. W. & Btr. Chestnut. 
2 cars 6/4 2A & 2B. Poplar, 











G 
> % 
x ’ 
Yip Uy Yyyy yy Vy ty, Ly Uy LZ 
Vy WY, 
Yj tty 
Re, Mi LR 


‘ 








CURE REEL: For REPAIRS -- For ADDED ROOMS 
== Bradley-Miller Frames 


Here are the door and window frames 
— - that ideally meet today’s demand for 
— super-quality. Made of Genuine White 
Pine, manufactured with scrupulous care, 
they fit snugly, keep their shape and 
dimensions. We also furnish Ponderosa 
Pine Frames, same manufacture and 
grade as the Genuine White Pine. 


BRADLEY,MILLER & COMPANY, - 


syevel(: p Telephone 7812 
; C. W. Jones, 9906 Indian Lane, Silver Spring, Maryland 
Representative 


Bay City, Michigan 


Eastern 


53 








ADVERTISING 





How to Figure Costs for Advertising 
In Classified Department 


ee TN: a ccrccobcsesensaean 30 cents a line 
Two consecutive issues ...... 55 cents a line 

consecutive issues ....75 cents a line 
Four consecutive issues 
Thirteen consecutive issues.......$2.70 a line 


Twenty-six consecutive issues ..$5.40 a line 


Remittance to accompany the er- 
der. No extra charge for copy of 
paper containing advertisement. 
Copy must be in this office on Mon- 
day prior to publication date. 

Five or six words of ordinary 
length make one line. 

Count in the signature. 
counts as two lines. 

Extra white space figured at line 
rate. 

Heading to be in bold face caps. 

One additional line of light face 
caps permitted in first 14 lines of 
copy, and in each 7 lines thereafter. 

One inch space advertisement is 
equivalent to 14 lines. 


Heading 





TOO LATE TO CLASSIFY 








WANTED TO BUY 


TIMBER 
or North 


Pine in Virginia 


Carolina 
Lumber TRAILERS 


Complete Planing MILL 


Answer in Detail 


HUDSON SUPPLY & EQUIPMENT COMPANY 
Box 2324 


Rosslyn, Virginia 


Wanted—EMPLOYEES 





Wanted—LUMBER & DIMENSION 








DRAFT EXEMPT MAN 


To supervise roofing and sidewall applicators. 
Must be able to get along with people. 
Address ‘‘C-82,"" care American Lumberman. 


LOGGING CONTRACTOR WANTED 


To skid and haul to plants in nearby states. 
ESTON NORTON, Waterloo, Indiana. 








WANTED 
Lumber Yard Manager by well established com- 
pany located in town of 5,000. 
Address ‘“‘D-45," care American Lumberman, 





YARD MANAGERS WANTED 
If you feel you should be earning $25 to $50 
more per month as a yard manager, I shall be 
glad to hear from you, We can use such men. 
MAJOR LEE WELLS. Sec. Line Yard Assn., 
Omaha, Nebraska, 6210 California St. 





WANTED 


Stenographer Bookkeeper, also Invoice Clerk. 








Only those experienced in lumber office work 
considered. RIB LAKE LUMBER CO., Rib Lake, 
Vis. 
WOODWORKING FACTORY SUPT. 
Must be capable of handling crew of 40 to 50 
men. 
Production efficiency knowledge, with complete 
understanding of woodworking machinery and 
ability to get things done, are main qualifica- 
tions. 
Give full particulars in first reply; state age, 
experience, when available, etc. 
Address “D-48,"" care American Lumberman. 
IOWA MANAGER 
Capable of handling medium sized yard. Must 


have sales and 


drafting ability. 
Address 


“D-44,"" care American Lumberman. 


WANTED 

0 5 cars 4/4 Hemlock. 

5 cars 4/4 Northern Popple. 

3 cars 4/4 Cottonwood. 10 cars 4/4 Poplar. 
v 

6 


_ 


cars 4/4 Beech. 


cars 4/4 Basswood. 3 cars Hd. Maple. 
cars 4/4 Western Pine shorts—clear in 

2 to 4’ lengths S28. 
Write or wire C. L. STREY, Wabash, Ind. 


WANTED: LUMBER, DEFENSE USE 

Select Structural and/or “D’’, “C’”’ or Better 
MC 12 to 18% Douglas Fir 50, 600’ bd. measure 
2x10—R/L 3%’ and up S4S either %” off or 
ALS, 125,000’ 2x8—R/L 3%’ and up S4S 3/4” off 
or ALS. 

Also No. 2 Com. 
heavy 2x4. 

Southern Mills: Can use above either Yellow 
Pine or Hardwood; also several carloads 2” and 
1%” Oak or Pecan, AD or KD. 

Ponderosa Pine or other Pine: Need carlots 
4/4 S2S or S4S R/W—R/L, 12 to 18% MC, any 
grade; also 5/4 Shop and Shop Rejects. 

Please mail list surplus items or transit lists, 
including Shingles. 

WALTER BATES LUMBER CO. 
P. O. Box 2307, Denver, Colorado 
Commission Lumber Salesman 





Structural boards & pattern, 





WANTED FOR CASH 





500 doors; 1000 screen doors, plywood cut-offs, 
window and door frames, mouldings, trim and 
other lumber yard items; also any discontinued 
items. Truck or carload. 

BISSELL WRECKING CoO. 

7834 W. Grand Ave., Elmwood Park, III. 
Phone: Elmwood Park 1198 
WANTED 
1 car 1x4 No. 2 rough rages center to 1x2, 
bundled; may contain 20% & 8’; for delivery 
on Chicago rate. What tM have you? Pop- 

ple or Basswood preferred. 
lar or Basswood preferred. 
Address “D. 49,’’ care American Lumberman. 








Wanted—EMPLOYMENT 





Wanted—RETAIL LUMBER YARD 





WANTED MANAGEMENT 
Substantial retail yard. 
ence. Modern, 
sible & fully 

Address 


20 years varied experi- 
progressive, thoroughly respon- 
qualified. Age 42; married. 

“D-32,"" care American Lumberman. 





RETAIL MANAGER 


22 years as manager—drafting, estimating, au- 
diting, contracting, and specialized in FHA 
loans. Now operating large yard, but have 
good reasons for a change. Catholic; A-1 ref- 
erences. Salary and percentage of profits pre- 
ferred. 
Address ‘“D-33,”’ 


care American Lumberman., 





RETAIL YARD MANAGER 


draft exempt, fifteen years experience 
in retail line and independent, also wholesale 
and manufacturing, desires Managerial connec- 
tion in town of ten thousand or more. Crea- 
tive merchandiser. Terms open. 

Address “D-41,"" care American Lumberman. 


Age 35. 





SALES MANAGER 


Yellow Pine & Hardwoods, 22 years experience, 
buying and selling on the road, also book- 
keeper; A-1 references. Draft exempt. S. W. 


RIC HARDS, box 472, Sylacauga, Alabama. 





LUMBER INSPECTOR & YARD MANAGER 


Wants position. Prefers management and look- 
ing after grades. Reason for leaving present 
position—sawing out. 


Address “D-51,’" care American Lumberman. 


Wanted—LUMBER & DIMENSION 











CARPENTERS APRONS 
Write for samples and prices. 





THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 
RELAYING RAILS—BOUGHT & SOLD 


Now in stock: Large tonnages of 602, 652 & 672 
and other sizes. 
Address ‘‘D-42,"" care American Lumberman. 





Wanted—EMPLOYEES | 








GOOD POSITION OPEN 


Position in large retail yard open for man’ who 
wants permanent job and has ability to ad- 
vance. Opportunities limitless with fastest 
growing, livest retail concern in the business. 
Starting salary $125.00 per month. Please state 
age and size of family. 


Address ‘“D-50,"" care American Lumberman. 





BOOKKEEPING AND OFFICE WORK 


Man with draft status of 3A or — 
yard in southeastern Wisconsin ci 
CITY LUMBER & SUPPLY C ‘OMPAN 
Kenosha, Wis. 


Lumber 


54 











WANTED 


Well established firm in Northern a na is in 
market for Wisconsin-Michigan Hemlock, Pine, 
Norway, or other softwoods surfaced or rough. 
Truckloads or carloads. Can arrange to furnish 
grain to truckers for back-hauls. 

Address ‘“‘C-63,". care American Luimnberman. 





FUELWOOD WANTED 


slabs, hardwood sawmill edgings and 
wood, car lots from Illinois and bor- 


Cordwood, 
factory 





dering states. M. J. SUMMA FUEL CO., 2043 
N. Spaulding Ave., Chicago, Illinois. 

WANTED POPLAR VENEER LOGS 
Write E. L. Buchanan, Jamestown, N. Y. the 


cash price and sizes of Poplar Veneer Logs you 
ean furnish fob cars, and where. 





NOTICE: SAWMILLS & BOX-SHOOK 
Factories. Please write us so we can establish 
a file of sources of supply for our lumber and 
shooks needs. YARDLEY BOX COMPANY, 
525 W. 76th St., Chicago, Illinois. 


WANTED 


11,200 pieces 1x6-6’ any oo suitable for 

fences, green er dry, and car 4x4-9’ 

= J. P. DODGE & SON, Ashtabula, 
0. 














WANTED LUMBER YARD 


And building material business located in 
good town in Southern State. 
Address ‘‘D-30,” care American Lumberman. 


Wanted—MISCELLANEOUS 


RAILS WANTED. ANY SIZE OR QUANTITY 


Particularly 20 lb., 25 Ilb., 30 lb. and 40 Ib. Se- 
cure our price before selling. MIDWEST STEEL 
CORP., Charleston, W. Va 

















RAILS WANTED 


Principally 16-20-25-30 Ib. 
HE W. H. DYER CO. 
Fullerton Bldg., St. Louis, Mo. 








Wanted—USED MACHINERY 


WANTED TO BUY 


20 to 30 Ton Locomotive Crane. 
10 to 20 Ton Gas Locomotive. 
1,000 GPM Underwriters Fire Pump. 
15,000 to 20,000 Gal. Oil Tank. 
THE DARIBN CORPORATION 
49 East 41st St., New York, N. Y. 


BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines. 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen John- 
son or Morgan Matchers, Edge Trimmers. 
Squeezers and Band Resaws, and any other box 
equipment used in box working factories. 
Address “C-78," care American Lumberman. 














WANTED 


SAW MILL 54” to 84” complete with all 
equipment. 


PLANING MILL complete with all 
equipment, 
Give full details, best cash price and 


state where inspection can be made. 


Address ‘‘D-46,"" care American 


Lumberman 





ATLAS STEAM ENGINE 


Size 14x20 or cylinder only. Light double end 
tenoner. PRASSEL SASH & DOOR CO., Box 
957, San Antonio, Texas. 








ONE USED SASH & DOOR STICKER . 
With either 2 or 3 heads. B.D. Prefer with 
plow and bore attachment. 


STREETER LUMBER CO., Keokuk, Iowa 


AMERICAN LUMBERMAN 











